VOLUME 110 NUMBER 12 
NOVEMBER 21, 1936 


# 


EVERIT B. TERHUNE, President 
Vice-Presidents 
ARTHUR D. ANDERSON 
H. WALTER SCOTT 
BERNARD C. BOWEN 
LAWRENCE F. DUTTON 
HUGH M. BOWEN 
SAMUEL G. KRIVIT 


EDITORIAL STAFF 


ARTHUR D. ANDERSON, Editor 
RAYMOND L. FITZGERALD, Managing Editor 


OWEN A. THOMAS, Associate Editor 
140 Federal Street, Boston, Mass. 


HARRY R. TERHUNE, Field Editor 
201 Oceano Drive, West Los Angeles, Calif. 
RUTH HARRINGTON, Fashion Editor 
JOHN J. REILLY, Art Editor 
HERBERT B. GOODRIDGE, Make-Up Editor 
RAYMOND H. GOODRIDGE, News Editor 


Owned and Published by 


© 


CHILTON COMPANY 
Incorporated 
Executive Offices : 

Chestnut and 56th Streets, Philadelphia, Pa. 
©. A. MUSSELMAN, President 
FRITZ J. FRANK, Executive Vice-President 
Vice-Presidents 
FREDERIC CO. STEVENS 
JOSEPH 8. HILDRETH 
GEORGE H. GRIFFITHS 
EVERIT B. TERHUNE 
ERNEST ©. HASTINGS 
WILLIAM A. BARBER, Treasurer 
JOHN BLAIR MOFFETT, Secretary 


BOOT ann SHOE 
RECORDER 


with which is combined 


THE SHOE RETAILER 
CHESTNUT AND 56TH STS., PHILADELPHIA, PA. 


Sales Office 


239 WEST 39TH STREET NEW YORK, N. Y. 





IN THIS ISSUE 
Voice of the Trade 
Shoes from Across the Sea 
Sell More Articles of Leather 
Shoe Windows Gay and Festive 
Shoes Surge Ahead as Motor Industry Booms 
The Editor's Outlook 
Mailman to Santa to You 
Hollywood Footnotes 
Shoe Travelers Plan for Chicago Meeting 
Pays Dividend on Shoe Purchases 


Shoe News 


Copyright 1936 by Chilton Company (incorporated) 





ADVERTISING STAFF 


DUTTON, P. LINGHAM, GOR- 
DON SCOTT, EREDERICK A. RUS- 
SELL, 140 Federal St., Boston, Mass. 
Telephone: Liberty 4460. 


Ss. G. KRIVeT, E. B. 
SAM R. FOGEL, 
New York, 
vania St iov 


, BOWEN PHILLIPS G. TERHUNE, 
RO BERT A. GALLAGHER, 209 |S. 
State St, F  asameans Telephone: 
Wabash 805 

—_—_ H. WALTER SCOTT, Chestnut & 56th 

HUGH M. BOWEN, 1627 Locust St., St. Sts., Philadelphia, Pa. Telephone: 

Louis, Mo. Telephone: Garfield 3347. Sherwood 1424. 


TERHUNE, - Y ~“h. 
239 West 39th ‘St., 
Telephone: Pameot 


Member, Audit Bureau of Circulations; Member, Associated Business Papers 


Published every Saturday. Subscription Price: United States and Possessions, Mexico, Cuba, $3.00. 
Canada, $2.60 extra; Foreign, $10.00 a year. Single copy, 25 cents. 








BOOT AND SHOE RECORDER, November 21, 1936 





---and LOOK AT FREEMAN 


Month after month, for the past five years, 
the millions of readers of THE SATURDAY 
EVENING POST have been reading the Free- 
man story. In ESQUIRE, too, Freeman adver- 
tising is impressing those who set the style pace 
in the purchase of men’s apparel. 

Look at the Freeman advertisement above! 
It is typical of the effective campaign now 
running. It is convincing men in your com- 


FREEMAN SHOE CORPORATION 


BEtLoOt.E‘’T . 


* 
From The Saturday 


Evening Post, Nov. 

14. Freeman adver- 

tising is also ap- 

pearing in Esquire. 
* 


munity that Freeman shoes offer better style, 
longer wear, greater comfort — at lower cost! 
If there isn’t a Freeman dealer in your 

who is going to cash in on this 
advertising? Why not you? Ask our repre- 
sentative to call; and write for the latest Free- 
man catalog of 175 fast-selling styles that are 
building permanent, profitable business for 
alert dealers everywhere. 


wihtsctoens IN 








When writing advertisers please mention Boot and Shoe Recorder 
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VOICE of the TRADE 


WAHL STREETER, who writes 
“Fairways in Finance” for Golfer 
& Sportsman, that breezy sports 
and social publication from Min- 
neapolis, says: 

“Mr. Roosevelt’s reelection to a 
second term of office should estab- 
lish one fact—that the virus of 
inflation is deep in the blood of 
the American people. This was 








not a victory of the Democratic 
party; it is not a personal vic- 
tory for Mr. Roosevelt; it was 
not even a victory of one economic 
class over another. Enough voters 
had seen the ‘steam’ of inflation 
turned on during Mr. Roosevelt’s 
administration that they did not 
care to risk a more conservative 


man at the throttle.” 
* * * 


LOUIS J. ROBERTSON, presi- 
dent of Robertson, Inc., has ac- 
cepted the chairmanship of the 
Hides & Leather Division in the 
United Hospital Campaign. 

Mr. Robertson says: “In seeking 
aid for these self-reliant institutions, 
we are asking the people to do 
this not only for self-protection, 
but for community protection.” 


THE personality of a store. What 
does the public think of it? That's 
the important thing. 

Will Knight of the Knight Shoe 
Company, Portland, Oregon, was 
in New York last week and told 
of the reactions of one of his old 
customers to his new and beautiful 
store. The customer said: “I like 
it, Will. It’s a smiling store. It 
makes me smile when I come in.” 

What higher compliment can be 


paid to a merchant and his staff? 
* * * 


CHANNING E. SWEITZER, man- 
aging director of the National 
Retail Dry Goods Association, 
says: 

“Confidence in business condi- 
tions appears to be broadly evi- 
denced, and with political distrac- 
tions definitely out of the way, there 





is genuine belief among merchants 
that consumer spending will now 
be unleashed in full force for a 
tidal wave of holiday spending. 
Total retail sales for 1936 will 
undoubtedly be greater than for 
any year since 1930, and greater 
gift-giving among millions may 
make the present Christmas season 


Page |9 


the busiest for stores since 1929. 
Sales during the period for the 
country as a whole are likely to 
show a 12 to 15 per cent increase 
over last year.” 
* * * 

EUGENE B. WARD of Morse & 
Haynes Co., Springfield, Mass., 
says: 

“The question will arise, ‘Why is 
not the human foot sufficient unto 








itself to withstand all the shocks 
and strains it is subjected to?’ The 
answer is that primitive man, walk- 
ing upon soft, malleable surfaces 
like clay, turf, sand, experienced 
very little foot distortion or strain 
and during that period of man’s 
evolution, a firm treadbase was 
not needed to meet such conditions. 

“Modern ways of life compel 
most of us to walk upon brick, 
cement, tile and other unyielding 
floors and walk with heels on shoes 
forcing our weight forward upon 
the sensitive heads of metatarsal 
bones—the result: callouses, sore 
spots, pronated toes and a general 
collapse of the whole foot struc- 
ture.” 

With this preface, Mr. Ward 


proceeds to do something about it 





































































—not experimentally, but practi- 
cally, for he has perfected “an 
answer” by long effort, constant 
research and great patience since 
1905. You really ought to let him 


tell you about it. 


* * * 


SWING-TIME colors (following 
the Polo colors mentioned in our 
issue of Oct. 31) keyed to the gay 
tempo of the smartest dance fash- 
ion of the moment, are featured in 
the 1937 Spring Confidential Ad- 
vance Silk Card, of the Textile 
Color Card Association. Margaret 
Hayden Rorke, managing director 
of the association, described these 
animated shades as of pastel and 
medium register, adaptable alike 
for sports or evening wear. These 
“syncopated” tones, which tune 
smartly with the new fashion move- 
ment for Spring, are Melody Pink, 
Dancing Green, Dream Rose, Swing 
Blue, Romance Purple, Rhythm 
Red, Waltz Blue, Tango Orange. 
Glamour Gold, Gaiety Rose, Folly 
Green and Tempo Blue. 





HERBERT L. REDMAN, manag- 
ing director of Saks 34th Street, at 
the Shoe Fashion Guild show, told 
of an enthusiastic buyer who 
wanted to hire a salesman as the 
salesman had a pretty good idea 
of his capacity and rated himself 
as the best salesman in the world. 
It seems that there was a problem 
in the store of reducing a par- 
ticular stock of shoes and this sales- 
man was told to give special atten- 
tion to that line and thereby prove 
that he was the best salesman in 
the world. 

When the week was up, Mr. Red- 
man asked the buyer to give him 
a report on the short line and the 
results of the super-salesman’s sell- 
ing abilities. Not one pair had 
been sold. The young man was 
brought on the carpet and asked: 
“If you’re the best salesman in 
the world, how is it that you 











—The carrier pigeon is a most extra- 
ordinary bird. 

—It has a sense of direction that is 
hardly equaled in any other living 
thing. 

—This "secret of orientation” which 
gives it mastery of space, enables 
it to go from point of start to 
objective and back again, with 
unerring instinct. 

—This sense of direction is said to 
be localized in the semi-circular 
canals of the ear. 

—Man has much larger ears than 
the carrier pigeon but it's quite 
evident that he hasn't the same 
sense of direction. 

—Many business men don't seem to 
know where they are headed, for 
all they seem to know is that 
they are on their way. 

—A more definite objective, or, in 
other words, a better ng 
instinct, would greatly lessen our 
appalling percentage of commer- 
cial failures. 


Secs & Teen 


President 





couldn’t sell any of these shoes?” 
The salesman replied: “I find out 
that I am the second best salesman 
in the world for the guy who sold 
you these shoes ranks as No. 1.” 


* * * 


PAUL H. NYSTROM, Professor 
of Marketing at Columbia Univer- 
sity, says: 

“Certain forms of market con- 
trol are undoubtedly necessary to 
protect the public interest. No one 
familiar with our present economic 
system argues today for laissez 
faire. The fundamental institution 
of our economic life, the freedom 
of initiative, the right of contract, 
the right of private property and 
free competition all admittedly need 
some degree of regulation. The 
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freedom of initiative must be re- 
stricted wherever its exercise proves 
_injurious to the same right of others. 
The right of contract must be regu- 
lated where the purposes are im- 
moral or injurious. The right of 
private property must be limited 
whenever it ceases to be socially 
useful. The freedom of competi- 
tion must be restricted when its 
results are clearly unsocial. 

“The need for the social regula- 
tion of business is no longer a 
matter of debate, but the regulation 
of markets for private profit is 
quite another matter. It is neces- 
sary, therefore, to differentiate be- 
tween regulation of business prac- 
tices in the public interest and 
regulation intended to serve special 
interests at the expense of the pub- 
lic. It is not always easy to dis- 
tinguish between these two very 
different types of regulation, par- 
ticularly before they become laws 
and go into effect. Those who have 
special interests to serve confuse 
them purposely. Market regulation 
for selfish purposes is invariably 
advanced under the mask of pub- 
lic interest. It is difficult even for 
the close observer of public affairs 
to identify the real purposes of 
such proposals.” 


* * * 







WHAT YOu 
SAY SOUNDS 


INTERESTIN 





HIARWOOD MARTIN of Hahn 
Shoe Stores, Washington, D. C., 
says: 

“From past performances and 
reports of Christmas savings funds 
we know about how much money 
will be spent this Christmas. Let 
the shoe merchant make a special 
effort to divert a more sizable 
stream of this ready-cash into his 
own channels. Hose and gloves 
are recognized as leading gifts. 
Why not shoes? They are increas- 
ingly more important as costume 
complements. They are right near 
the top of the list of vital needs. 
And everybody wears shoes before, 
after and during the holidays with 
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probably a little more dress con- 
sciousness at this time than any 
other. 

Where the shoe merchant in the 
past modestly stood aside—drew 
in his horns, so to speak, at the 
first glitter of tinsel—the progres- 
sive shoe store of today is trying 
‘to correct the old impression that 
“shoes just aren’t seasonable at 
Christmas.” The public can be 
made to realize that shoes should 
be of ranking importance on every 
gift list. It might take a little 
time — but so does everything 


worthwhile.” 
* * 

















A MODEL shoe store will be one 
of the features at the National Shoe 
Fair—with a selling story re-en- 
acted with real people demonstrat- 
ing the proper sales methods to 
use in selling the customer extra 
pairs. Every merchant is faced with 
the complex problem of selling 
more pairs. Many believe selling 
extra pairs is the answer to better 
wages for salesmen. 

The scene depicting daily hap- 
enings in practically every shoe 
store will be demonstrated with real 
salespeople serving customers. The 
approach to the customer, deter- 
mining her choice of styles, type 
and materials—the actual fitting of 
footwear, the selling conversation 
exchanged between customer and 
salesman, and the approved sales 
methods applied in selling the cus- 
tomer an extra pair of shoes, will 
take place before the eyes of the 
audience in the model shoe store, 
under precisely the same conditions 
existing in many shoe stores 
throughout the nation today. 

The living sales demonstration is 
an innovation, but will help meet 
a difficult situation, which many 
merchants are struggling with at 
the present time. 

Following the selling demonstra- 
tion an open forum discussion will 
be held. Merchants will lead these 
discussions. 


HAARRY G. JOHANSEN of Johan- 
sen Bros. Shoe Co., St. Louis, Mo., 
says: 

“In celebration of our 60th anni- 
versary, we have prepared the 
greatest, line of Spring shoes that 
we have ever had the privilege to 
present. Our designers were in- 
structed to spare no expense in 
building this line, and with the 
adoption of four additional lasts 
and worlds of new materials and 
colors, they have placed in the 
hands of our representatives a 
most glamorous array of styles. 

“Due to the increase of 125,000 
pair manufacturing during the past 
two seasons, we have been able to 
add many costly improvements to 
our product for Spring and to 
maintain our prices, thereby mak- 
ing it the greatest value line in 
America. 

“We shall continue the size-up 
service inaugurated several seasons 
ago, which has enabled our cus- 
tomers ta obtain merchandise when 
needed, resulting in profitable op- 
eration.” 

* * * 
SHOE Governor-elect Francis P. 
Murphy of the State of New Hamp- 
shire, says: 

“We have State departments to 
promote agriculture and _recrea- 














tion, but with nearly half the wage 
earners of the State depending on 
industry for their livelihood, it is 
apparent ihat the State’s efforts to 
help industry have been slight. 

“I would have at Concord an 
experienced Industrial Agent, to 
cooperate with towns and cities that 
have empty factories, and help 
them attract new industries to their 
neighborhood. That would mean 
many new jobs for people now on 
relief. It would be a God-send to 
idle wor‘xers and to the communi- 
ties as well. The Industrial Agent 
could assist manufacturers in time 
of difficulty. 

“A temporary loan from the 
State, properly secured, which will 
keep people at work, is far better 
for the State than putting people 
on relief. One of my chief aims 
will be to relieve the tremendous 
welfare burden this State now car- 
ries. We should find employment 
for those now on welfare, and re- 
turn to them the pride, indepen- 
dence and self-respect which all 
true Americans prize. I believe 
every worker should receive wages 
consistent with the comfort of his 
home and the pursuit of happiness. 
I shall concentrate my efforts to 
such an end. ‘People want work, 
not relief.’ ” 

















"You were right about my size, Mr. Fitt. 5!/2 is just a mite small." 
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SELL 
MORE 
ARTICLES 
OF 
LEATHER 


Jean Arthur in the Cecil B. De Mille production, “The Plainsman” wears a 


brass studded leather wrist 


A COMMON problem in all shoe stores is how to in- 
crease the traffic of customers. Right now the answer 
is leather. 

Fashion, the possibility of an European war and the 
motion picture influence are all current factors in plac- 
ing some mighty fine extra business right in the laps 
of shoe retailers. 

Shoe retailers have been so close to their business 
all their lives that leather means just sole leather and 
upper leather. There their imagination stops, while all 
sorts of other types of retailers who have no hide- 
bound (no pun intended) conventions, see great avenues 
of profit possibilities in leather, fashioned into many 
items that people really want. 

In the clothing field there are leather coats of many 
kinds, ranging from heavy work coats for men to suede 
sport things and even finely tailored kidskin coats for 
women of fashion. Leather hats in which the new soft 
tannages of leather are skillfully millinered, are high 
fashion right now. Leather belts in myriads of colors 
are selling readily in the shoe stores which have the 
foresight to stock them. 

All through the South and Central States many shoe 
stores have maintained profitable trunk and traveling 
bag departments for years. Then there are literally 
dozens and dozens of leather accessories for men, 
women and children on the market which have strong 
sales possibilities in shoe stores. 

And what does the average shoe store carry in the 
way of leather? Just shoes, more shoes and hand bags. 
Recently, however, kid gloves have been found by a 
number of shoe retailers to work in very nicely with 
the hosiery counter activities. 

Fashion designers are using leather in many interest- 
ing ways in their costuming accents. Schiaparelli, for 


example, fastened the collar of a sealskin coat with a 
leather chain and used leather clips for closing the 
pockets. Even the sealskin mittens had leather palms. 

Due to the upset European conditions, many people. 
will vacation on the Western Dude ranches. There. 


Evidently Della Lind, Metro-Goldwyn-Mayer Viennese 
beauty is “going places” with alligator bags. 
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LEATHER jerkins made of soft suede form 
an important part of the motoring and sports 
wardrobe of Sonja Henie, the skating cham- 
pion who is now making a picture for 20th 
Century-Fox, titled “One in a Million.” 

This star likes these little leather jackets of 
soft colors like delft blue, forest green and a 
rosy beige as does thousands of other sports 
minded girls. Some of these jackets are 
whipped around the edges with contrasting 
colors and some have Tyrolean motifs on a 
side pocket. 

A leather belt that she purchased in the 
Austrian Tyrol is being copied to give a touch 
of color for monotone sports wear. Following 
her interest in leather as a part of the sports 
picture, she has ordered six pairs of gloves of 
original design. In some of these the palms 
are of contrasting color, others are laced up 
the back with gayly colored lacings of leather 
and some have wide gauntlet cuffs in stitched 
brown. Ali are novel, all are smart and all 
are salable in a smart shoe store. 


they will make the acquaintance of many every- 
day leather items for their sports wear activities, 
which they will later use in their daily life. 
Every one of these leather novelties can be profit- 
ably retailed in shoe store hosiery departments. 
Paramount’s picture “The Plainsman,” with 
its scenes laid in the Buffalo Bill era, offers 
many illustrations of the adaptability of West- 
ern or ranch trappings to modern sports life. 
Jean Arthur wore a leather wristlet in her char- 
acter costuming, and liked it so well that she 
had a modernized wristlet made for her private 
sports wear. Other people who saw it also 

wanted one. 
Again in the picture Miss Arthur wears a 
[TURN TO PAGE 49, PLEASE] 
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To accompany a brown tweed street suit, Joan Perry of Columbia 

Pictures has selected a pair of light tan kid gloves with brown 

stitching, a buttonhole watch of mahogany, a matching compact 

and Chanel’s perfume “Russian Leather.” A place for every item 
in a hosiery department, 


For wear with a smart black wool street frock, Joan Perry, ap- 

pearing in the Columbia production “Shakedown,” has selected 

this stunning bag of black kid with boutonniere of red leather 
= poppies, and a double-strand necklace of pearls. 


One Way 


to Increase 


Holiday Traffie 


in Shoe Stores 


To accompany a tweed sports suit, Miss Perry 

has purchased this smart utility necklace of brown 

leather. On one end is a pencil and coin purse; 
on the other a comb, compact and lipstick. 
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Shoe Windows 


Onee More 
GAY 
And 


FESTIVE 


Right: An evening footwear display of excep- 
tional artistic appeal by Delman Salon at Berg- 
dorf Goodman, New York. 


THERE are so many special events, holidays and 
occasions of fashion interest in November, that win- 
dow displays this month are unusually interesting, and 
the display man lacks nothing in the way of timely 
cues to suggest ideas for fresh, original themes and 
treatments. 

In New York, for example, it was first the Horse 
Show, then the Automobile Show, the big football 
games that marked the climax of the season for the grid- 
iron sport, and finally, Thanksgiving, to mark the 
opening of a holiday season that seems to promise 
much more of the festive spirit than any of the recent 
past. 

The Horse Show, of course, suggests formality and 
fine apparel; to the shoe man, if he happens to be one 
of the few who serve the needs of the more exclusive 


Above: “Formal yoyo 3 in footwear ;” —_ 
elements 


proved ly by Sater 
“ae Fifth Avenue Seine Horse Show Week. 


social group, it means the finest, the richest and most 
beautiful of evening slippers. And even to the average 
metropolitan store it offers a promotional opportunity 
to stimulate the sales of formal footwear. So we found 
various New York shoe stores featuring the finest eve- 
ning shoes in windows keyed directly to this event, of 
which the Slater and Bergdorf Goodman windows 
shown on these pages serve as excellent examples. 
“For the Horse Show and gala evenings, formal ele- 
gance in footwear,” read the display card in the Slater 
window. “Done by Slater in their unusual manner.” 
This beautiful display is a revelation of the possibili- 
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Formal Footwear Season This Year Ushers in 


@ Welcome Return to Lavish Luxury in Eve- 


ning Shoes—Motor Shows, with Dramatized Dis- 


Plays of Latest Innovations, Suggest New Pos- 


sibilities in the Field of Merchandise Promotion 


Below: A late Fall window display with fashion 
foremost. This window, by the Broadway De- 


partment Store, Los Ange 


les, showed special 


feature shoes but strictly from a style angle. 


ties of such a presentation and of the effective results 
which can be obtained with a few simple elements and 
without lavish expenditure for backgrounds or decora- 
tive effects. The merchandise itself, in this case, con- 
stitutes the display, and that’s a double advantage, for 
after all it’s merchandise, not window backgrounds 
that shoe stores are trying to sell. The evening hand- 
bags, gloves and accessories, the top hat with its sug- 
gestion of formality—all these things added life and 
interest to this unusual evening footwear window. 
Color limitations of photography make it impossible 
for a picture to do justice to the beauty of the window 
from the Delman salon at Bergdorf Goodman, repro- 
duced above. It formed one of a series of extraordinary 
window presentations of the same general style and 


character which have attracted no end of attention at 
this Fifth Avenue store since early in the season. 
Fashion also formed the motif of the late Fall shoe 
window in the Broadway Department Store, Los 
Angeles, photograph of which is shown on this page, 
although this particular window was devoted to a line 
of special feature shoes. It shows the growing tend- 
ency to exploit the fashion angle, even in the case of 
footwear having special fitting or comfort features. How- 
ever, all of the shoes used by Display Manager H. A. 
Bell in this window were selected for their style appeal, 
and no mention was made of comfort, either in the 
window or in the newspaper publicity which ties in 
with it. 
[TURN TO PAGE 43, PLEASE] 
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MM{ICHIGAN—greatest water boundary lines of any 
state in proportion to area—leading the world in man- 
ufacture of automobiles—its state university the first to 
matriculate women—its agricultural college the oldest 
in the United States—one of the highest average-wage 
states in the country. Incidentally, Detroit, its metropo- 
lis, one of the four cities that led in increased shoe 
sales since ’33, according to the latest census of dis- 
tribution. 

No state has succeeded in placing its product as 
widely in every city and hamlet of the Union as has 
Michigan, with the automobile serving as a constant 
reminder to the world of Michigan’s progress, and the 
prosperity of the population centers of this state de- 
pends upon the activity of the automotive industry. 

As in Detroit, the barometer of automotive manu- 
facture indicates the degree of success of retailing in 
Grand Rapids and Flint. 

Ninth in population in 1910, Detroit jumped to 
fourth ten years later, with the growth of the auto- 
motive industry. Putting the nation on wheels brought 
business to the country as a whole, because automo- 
bile manufacturers buy material from every state in 
the Union. 

Detroit, the leading city of the world in the manu- 
facture of automobiles, leads also in high styles, and 
is essentially a quality shoe town. Within its trading 
zone is a population of 2,314,632, based upon the 
1930 census. 

Largest shoe store in the world, is the reputation of 
R. H. Fyfe & Co., Detroit, with its 12 floors of shoes, 
reflecting quality at every turn. No company could be 
more efficiently managed, no employee’s welfare more 
carefully considered than the Fyfe employee. Thorough- 
ly human in its relationship with the 150 men and 
women who are important parts of the Fyfe organi- 
zation, the management recognizes that employee turn- 
over is expensive and would drive business away. 

More employees are requested to leave because they 


by Albert Whipple Morse, Jr. 


are misfits, through lack of courtesy, patience or other 
essential quality, than leave voluntarily, and the com- 
pany is constantly on the alert to “build” its employees 
through improvement of their education and appear- 
ance, and proceeds on the theory that not enough 
time and effort can be given to a loyal employee. 

Ladies’ clubs which have a definite organization, 
and are prompted by philanthropic motives, are given 
the use of the Fyfe auditorium for bridge tournaments 
without charge, and Fyfe furnishes coffee, cream, sil- 
verware and playing cards, everything but the food, 
with no charge made. It is of value to Fyfe to have 
people go up and down in their elevators, to get them 
into the building where they cannot help but see the 
attractive departments. 

Long in the employ of Fyfe are Vice-president 
William Henry Adams, for 30 years, and Vice-presi- 
dent Steven J. Jay, for 20 years, and company rolls 
show employees now active who have been with the 
company 63 years and 45 years. 

Exceeding August, 1935, in business was August of 
this year, by 22 per cent, and September, 1936, showed 
an increase of 14.9 per cent over the same month last 
year, at Fyfe’s. 

Men’s shoes on the street floor at Fyfe’s sell from 
$5.00 to $20.00, with the volume point at $10.00. In 
the ladies’ style shop on the third floor the prices ex- 
tend from $6.75 to $10.50, with the volume at $8.50, 
and another department offers ladies’ shoes from 
$10.00 to $14.50. A ladies’ shop in the basement sells 
shoes from $3.95 to $6.00, with as many going at 
$6.00 as at $3.95. Children’s shoes are bought up 
to $10.00. 

“Business conditions have been very good as com- 
pared with a year ago,” says M. A. Mittelman, treasurer 
of Goetz-Mittelman, Inc., with executive offices here 

[TURN TO PAGE 42, PLEASE] 


SURGE AHEAD 


As Motor Industry Booms 


Michigan’s Sensational Rise from the Dark Days of °33 
Has Been in Direct Ratio to the Expansion of Activity in 
Automobile Manufacture, which Dominates Detroit and 
Other Industrial Centers of the State. Mr. Morse Surveys 
the Situation in His HIGH-WAYS TO BUSINESS Series 


Photo courtesy General Motors Corporation 





IT’S not a pleasant thing to be a scold, nag and irritant, 
but this continuing subject of a dull December in shoe 
stores needs attention. A recent chart shows that shoe 
departments in department stores do a larger shoe 
business in the month of December, rating as high as 
12.4 per cent of the total year’s business—whereas, by 
and large, the figures show that individual shoe stores 
do less than 7 per cent of sales in that merry month 
of merchandising. Granted that the public is “in the 
spending-for-others” mood rather than “buying-for- 
self,” the fact still remains that one division of the shoe 
trade does do a good job during the month of Decem- 
ber and almost exclusively on the one item of shoes. 
Individual stores have an opportunity to display and 
sell accessories that have an affinity to footwear or 
leather and that have a buying appeal during the 
Christmas period. 

I know it is difficult to tip over the tradition of many 
years and even dare to presume that a shoe store can 
change its mood to fit into the spirit of spending pos- 
sessed by the public. But there it is—an opportunity— 
and what’s to be done about it? 

The automobile people were not so traditionally- 
minded that they couldn’t put their big show into the 
month of November so as to capture a larger slice of 
the public dollar, prior to its being spent for useless, 
trivial things of a gift-giving nature. The entire ma- 
chinery of production and distribution was formerly 
geared up to the idea of starting the new year Jan. 1, 
and lo and behold, some one sells them the plan of 
going after the Christmas dollar and getting it early 
and a whole industry rearranges itself to expedite sales- 
manship. 

And what a job the automobile industry does! It 
captures 20 per cent of the American annual income 
and we gladly, willingly and eagerly pay one-fifth of 
income, on the average, for the thrill of “going places.” 
In contrast, the shoe industry rates a scant 2 per cent 
of wage income and seems reluctant to ask the public 
for more, through better shoes or more shoes. 

If you want the truth right between the eyes, 
the answer is we talk too much about service and 
go about with a bowed neck and a humbled hand 
obeisant to a public made proud by such servility. 
Where in Time is the salesmanship, salesman- 
ship, salesmanship that should accompany shoes— 
for shoes are the most glamorous, glorious and 
practical creation of American ingenuity. 
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he Editors Outbook 


Less Talk About Service—_MORE SALESMANSHIP 


By ARTHUR D. ANDERSON 
EDITOR, BOOT AND SHOE RECORDER 


We went to the automobile shows and looked at all 
the cars and said to more than one automobile man: 
“So you are now in the phase of pattern interest, and 
yet the designs of all cars are practically the same— 
the turtle fronts, and shovel backs and trimmings all 
in a streamline row.” I am willing to match the entire 
mechanical designing field in the automobile industry 
with the designing ability of six men in the shoe trade, 
who can create on an area less than that of a brick, 
such varied and diverse designs as to be almost num- 
berless in their yearly total. The new automobiles 
look like Indian moccasins, without the distinction of 
pattern that comes through competitive artistry such as 
is common in footwear. We grant that there are me- 
chanical difficulties in the line of making cars individu- 
alistic, but, certainly, automobiles are now bought for 
their eye appeal; and pattern interest is the next step 
forward in that great industry. 

What we wanted to stress was this word “salesman- — 
ship” in preference to the word “service” because, cer- 
tainly, in an automobile you get service to the nth 
degree and, similarly, shoes do not walk by themselves, 
but must be selected and fitted as a natural function. 
But go into any shoe store in the month of December 
and see for yourself how much salesmanship is put 
into the presentation or promotion of the product. If 
there is one thing that we are going to stress during the 
year of 1937, it is salesmanship over the fitting stool. 

It has been so fascinating to design shoes and select 
color and to gamble in buying, that most of the effort 
of the industry is devoted to production. Then, when 
the goods come into the store, the tired buyer and 
proprietor toss them to the salesmen and say: “We 
have done our part. Now you do yours.” Enthusiasm 
has cooled off when the shoes arrive. The proprietor 
and buyer who get a thrill out of style prospecting as 
a result snaps the whip of clearance sales to move the 
stock, must change their methods in 1937. They must 
develop first an interest in the consumer and watch 
the reactions of customer against the stock every day 
in the year. They must enthuse, thrill and encourage 
by example and compensation incentive, the man who 
actually sells the goods—for salesmanship must now 
rate “tops.” 
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MORE PEOPLE WALK ON GOODYEAR WINGFOOT SOLES AND HEELS THAN ON ANY OTHER KIND 
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T. W. GARDINER COMPANY + LYNN, MASS. 


GARDINER LASTS 


For two generations New England Shoe Manufac- 
turers have proved to their own satisfaction that 
Gardiner Lasts reflect Smart Fashions and Depend- 
able Styles. 

Because of its constant affiliation with New York and 
Chicago style centers, T. W. Gardiner Company is 
able to give the Shoe Trade of New England au- 


thentic service at all times. 


THE LAST WORD 


UNITED 


UNITED LAST COMPANY 


140 FEDERAL STREET, BOSTON, MASS. 


When writing advertisers please mention Boot and Shoe Recorder 
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The individual and collective experience and 
facilities of these manufacturing units 


are constantly available to the Shoe Industry 


FITZ BROS. CO. EMPIRE LAST WORKS 
AUBURN, MAINE ROCHESTER, N. Y. 


f. W. GARDINER CO. KRENTLER BROS. CO. 
LYNN, MASS. ST. LOUIS, MO. 


UNITED LAST CO. KRENTLER BROS. CO. 
BROCKTON, MASS. MILWAUKEE, WIS. 


stewart & potrenco, THE LAST WORD ynitep tastco., ito. 


BROOKLYN, N. Y. U N | T E D MONTREAL, P Q. 


UNITED LAST COMPANY 


140 FEDERAL STREET, BOSTON, MASSACHUSETTS 
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Two sheets 11” x 34%” and one 
sheet 13%” x 314” are folded 


When the back page extension 





A 1%” x 10%” sheet is folded 


and stapled so that the pages are of “A” is folded over the effect across the 77,” edge; then down 

“stepped,” the back page being is as sketched above. This fold- 4", giving the effect shown. Com- 

extended to allow for a foldover er gives room for a complete plete gift list can be used on 
of 1%”. gift listing. reverse page. 





EVERY one of your regular customers should be 
told that your shoe store is a real Christmas store. 

The most effective and economical way to do it is 
by direct mail. 

Your Christmas advertising appropriation should 
be arranged to take care of this. 

Your newspaper is a good medium, and should be 
used for general advertising, but be sure to use a 
good mailing piece to your regular customers, even 
if you must curtail your newspaper space. Your reg- 
ular customers, who know your store, are more likely 
to respond freely to your gift advertising than the 
general public—though both should be reached. 

Whether your mailing piece should be simple or 
elaborate depends upon your individual circumstances. 
At least, it should be attractive and informative. 

Mimeograph, letter press or offset printing can be 
used—according to facilities, but whatever the method 
get color into the piece, and illustrations that have 
plenty of Christmas atmosphere. Be especially par- 
ticular about illustrations, plus good descriptive copy 
if you expect to get mail orders. 

For a “gift list” folder, this idea is attractive and 
the folder gives good area. Specials could be used 
under the front flap and on the back ‘page (when 
folded). The inside (reverse) of the sheet would give 
space for the gift list. 












Sheet 1544,” x 91%". Fold from 

bottom edge to bottom of 

portion “Recorder 

Store,” then fold over once 

again; finally bringing the 

flap “Good Gifts” down over 
as sketched above. 





Newspaper advertising and window displays are 
extremely important in the promotion of holiday busi- 
ness, but it is also desirable to supplement this pub- 
licity with attractive direct by mail advertising which 
will serve as a reminder that the shoe store is head- 
quarters for useful and practical Christmas gifts. 
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hollywood 
footnotes 


by h. r. t. 


Shoes play a prominent role in the suc- 


eess of famous screen stars, so Hollywood 


feik have definite ideas about footwear, 


fitting and fashions 


WDOROTHY LAMOUR claims to have found the great 
cure for all foot troubles, for never have her feet felt 
so fine as at present. During her present picture mak- 
ing she estimates she walks five miles a day barefoot. 
All this takes place in the filming of “The “Jungle 
Princess” in which she is featured with Ray Milland 


for Paramount. 
* * * 


How many remember that smart chair-dance tap 
routine performed at the Boston Shoe and Leather 
Fair several years ago by an up-and-coming miss by 
the name of Arline Judge? That was the first money 
Miss Judge ever earned. Now she is headed toward 
stardom by 20th Century-Fox, and her excellent shoe 
wardrobe is evidence of her remembrance of where 


she got her start. 
* * * 


“I’m a problem actor!” At least that’s what Harry 
Black, head of the Hal Roach wardrobe department, 
asserts Oliver Hardy laughingly told him. “You see, 
my 303 pounds don’t allow very dainty measurements. 
As a result, Harry can’t buy anything ready-made for 
me. When Stan and I wear shabby clothes, Harry 
can dress Stan in clothes purchased in second-hand 
stores, but he can’t do me that way. It’s my size that 
rebels. 

“Now a hint to the man looking for a job who 
may be embarrassed by the fact that all his clothes 
are brand new, giving too prosperous an appearance. 
Just take a little beeswax and rub it on the elbows, 
seat and across the back of the suit. But your shoes? 
Just contact your nearest carpenter and instruct him 
to put the soles against the sand-buffer or the emery 
wheel and turn down the soles at the toe. On the 
uppers, this process is guaranteed to give a thoroughly 


ARLINE JUDGE, 


who earned her first money as a tap 
dancer at the Boston Shoe and Leather 
Fair. 


satisfactory scuffed appearance. Of course, a good 
healthy kid could get that effect in an hour’s time, 


easy.” 
* * * 


One of the smartest handbags I have seen in a 
long while was the one carried into “The Brown 
Derby” by Dixie Dunbar. This was inspired by the 
fox and possum tails that stream, Daniel Boone fash- 
ion, from the hoods of so many motors nowadays, not 
to mention the silver fox tails that elegantly drape 
and trim the favorite Fall hats this Fall. . 

Miss Dunbar had this especially designed handbag 
made with the tips of two silver fox tails dangling 
from either side. These can be made to operate a 
double zipper fastening at the top and is Dixie’s idea 
of what to carry with a jaunty black wool suit trimmed 
with silver fox. Of course, one would not think that 
this was inspired by the fact that she has a fine con- 
tract with 20th Century-Fox Pictures. 


* * * 


' Frank Lloyd, producer-director of the historical 
romance “Maid of Salme” now being filmed at Para- 
mount, thanked the voluminous skirts of the Puritans 
today for saving him from a white shoe menace. With 
a crowd of 1000 extras called for an important loca- 
tion scene, Lloyd was given several bad moments 
when he noted many of the women players were wear- 
ing distinctly un-Puritanical white shoes. 

But the situation was saved in a few moments when 
the billowing skirts effectively hid the white shoes. 





















Shoe Travelers 
Plan for 
Chicago Meeting 


to Hold An- 











National Association 
nual Convention at Morrison Hotel, 
January 2, 3 and 4, with Prospect 
of Old-Time Attendance Program 


of Business and Entertainment 


THE twenty-sixth annual convention of the National 
Shoe Travelers Association is to be held in the Morri- 
son Hotel, Chicago, Ill., Jan. 2-3-4, 1937. From ar- 
rangements being made by the Shoe Travelers Associa- 
tion of Chicago for the entertainment of guests, dele- 
gates and others, it looks as though the “old-fashioned” 
kind of convention, with hundreds of travelers in atten- 
dance, will be repeated. 

Besides the customary business which will be trans- 
acted, with reports of the various committees, plans for 
the coming year, etc., an elaborate program is in prog- 
ress for the entertainment of those present. 

The National Shoe Travelers Association has shown 
unusual activity during the past year as verified by 
the increase in membership of its many affiliated asso- 
ciations throughout the country. The recent elections 
brought about a recollection of the big efforts the 
travelers put forth to bring about Absentee Voting. 
This measure was taken advantage of by many of the 
boys on the road, saving time as well as money, which 
is an important consideration at this time. 

The outstanding accomplishment of interest to the 
travelers of the past year was the order of the Inter- 
state Commerce Commission that 2c. mileage rates be 
effective on all railroads of the United States. The 
National Shoe Travelers Association was very active 
and gave considerable time and much money, entering 
many petitions and appearing at various hearings held 
in Washington and other parts of the country by the 
Interstate Commerce Commission. The saving on trans- 
portation alone to the boys has been a big factor, not 
only to themselves and to their families, but to their 
employers. Not only were the traveling boys the bene- 
ficiaries of this money-saving and prosperity-bringing 
ruling, but also countless hundreds who use the rails 
for business and pleasure. Through the reduction in 
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E. H. “BOB” MOODY 
President, National Shoe Travelers Association 


railroad rates to the 2c. fare, it has been shown that 
conditions have improved and the roads are doing 
more business, not only in transporting passengers, 
but also in freights and express. 

The Travelers have many measures in the making 
which will be brought to the attention of the incoming 
administration to bring more prosperity to the country 
and more revenue to all. The interest shown is indica- 
tive that 1937 and the next four years will see the com 
mercial traveling salesmen potential factors in business. 

The meeting at Chicago will be called to order by 
President E. H. “Bob” Moody of San Antonio, Tex. 
The other officers of the association are: Vice-President, 
Paul S. Lippincott, Jr.; Secretary-Treasurer, Thomas A. 
Delany. Regional Governors: Hector E. Lynch, Charles 
W. Evans, Jeff Larson, J. E. Wm. Prescott, J. J. Buckley, 
Stanley Cutter, Wm. J. Ahern, W. L. McMannis. 

The various committees who will report are under 
the chairmanship of: Publicity, Thomas A. Delany; 
Railroads, E. C. Keleher; Style, M. E. Tobias; Trans- 
fer & Baggage, O. R. Blechinger, Edward B. Craney; 
Legislation, S. T. Stephenson; Hotel, Charles I. Slip- 
her; Membership, Karl Heimberger, Geo. A. McIntire, 
Ned Dreyfus; Budget, John F. Powers; Trades Coop., 
Leopold L. Imig; Insurance, Charles W. Morrill; By- 
Laws, Hector E. Lynch. 











o top the mamm ul year in 


a line of (Com 


A line we're proud to 
present and place 
along side the shoes 
that have already 
made the Treadeasy 
name well-known 


throughout the land. 


The new Treadeasy 
“six fifties’’ are styled 
in lovely lines. A com- 
fort giving shoe wom- 
en will always enjoy 


wearing. And they're 


Treadeasy Ortho- 
heen pedics retail at 
retailer that wants a 7.50 through 9.50. 


bigger volume, faster 


the real answer to the 


turnover, quickersales. 


Make sure to see the 
new line. It’s a line 
that will bring a new 
action, more business, 


more profits. 


P. W. MINOR 
& SON, Inc. 
BATAVIA, NEW YORK 
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RETAILERS AND SHOE MANUFACTURERS 





ARRABUK’ IS A SUCCESS! 


F osnens was put “on trial” by many men in the shoe industry 
last year. They were trying to find a way to maintain their retail 
price and mark-up, and still offer the same high standards of quality, 
style, and wear. And Arrabuk proved itself to be the solution to those 
difficult problems. 
Retailers found that shoes made from Arrabuk were real fast sellers 
. . that they were fair in price, smart in style, and high in profit. Their 
customers were eminently satisfied. 
Manufacturers found that Arrabuk was absolutely uniform in quality, 
cut with less waste, did not: fray at edges of perforations or pinking, 


was handled easily, and brought in the repeat orders. 


THE VERDICT OF THAT CRITICAL JURY STANDS: 
“ARRABUK IS IDEAL FROM EVERY SELLING ANGLE” 
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Try this 





ON ANY CUSTOMER 


.... fit a patent leather shoe to one foot and, on 
the other, put a shoe of a different upper stock.... 


There cannot be any doubt, either in your 
mind or your customer’s, as to which 
makes the foot more attractive, graceful 
and youthful. No other shoe leather 
dresses the foot so handsomely as patent 


does, regardless of style or size. 


This demonstration also proves that if 
you have selling stocks of patent leather 
you need never lose a sale. 


Patent leather is very much in the fashion 
picture for Spring. SETON’S, everyone 
knows, is the Patent! 


THE BEST NAME FOR PATENT SE I ON LEATHER Co., NEWARK, N. J. 
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PAYS DIVIDEND On SHOE PURCHASES 


BARNETT’S BOOTERIES 
SHOE CLUB 


A ° DA 3-3 /-35, 
NAME han B, 4 ——- 
ADDRESS __ Lane foggy i 


CITY 





2 $00 





GOOD FOR 1 YEAR FROM DATE TOT 


IN the face of all the intensive competition which con- 
fronts every independent shoe retailer, especially those 
operating the popular priced family shoe stores, the 
method used by L. M. Barnet of holding his trade is 
interesting. The method used is simple, inexpensive 
and has proved resultful. A year’s demonstration has 
proved its practicability. : 

But first let’s look over present day shoe retailing 
conditions as viewed by Mr. Barnet. Three phases of 
competition, all of which are hard to overcome, are 
common in all localities, everywhere. Department 
store advertising dominates the newspapers through the 
amount of space used and their methods of extending 
credit makes it difficult for a comparatively small 
family shoe store to meet this form of competition. 

With the chain store invasion in the field of the 
moderate priced family shoe stores and the extension 
of the specialty chains in men’s and women’s shoe 
selling in the heart of that business, operations there 
are hard. Then the situation in men’s shoe selling is 
quite acute, with manufacturers endeavoring to place 
their shoes in every possible nook and corner where a 
case of shoes can be squeezed. 

“Right here in Long Beach, during the past year, 
an even dozen of new places started to sell men’s shoes,” 
observed Mr. Barnet. “Now, the Southern California 
climate is such that men do not wear out as many pairs 
of shoes as they do in other parts of the country, so all 
these new. places selling shoes means we must all 
expect a much smaller volume per store.” 

To offset all these forms of competition, the old 
hosiery club plan of giving one extra pair with the 
_ purchase of twelve pairs, was dusted off and put into 
operation in the Barnet stores. Customers were advised 
that they would receive dividends on all their shoe 
purchases in proportion to the amount spent. 

A sales record card was issued to each purchaser; 
when sales of twelve pairs of shoes had been recorded, 
the customer was entitled to a new pair of shoes which 


Long Beach, California, Store 
Finds Incentive Idea Works Out 


Successfully in Selling Shoes 


cost the average price of those already bought. Say 
the card showed a total purchase of $60 for the twelve 
pairs bought, the credit would be $5 ($60 divided by 
12, equals $5). Most of the cards, however, totaled 
around $35 to $50. 

Great latitude is allowed the trade in using the 
cards. Sales are credited to anyone’s card, whether 
they belong to the same family or not. As the cards 
are kept in the store, a customer can have all his 
friends working for him if he and they so desire, the 
one restriction being that no cards may be consolidated. 
When a card is once issued to a person, that person 
must have twelve shoe sales recorded in order to get 
the extra pair. 

The system was tried out as a temporary proposition 
for one year. This time limit was orginally set so that 
the store could ease out of the scheme if the interest 
shown was not enough to make it a paying piece of 
advertising. 

So now, after nearly a year’s trial, Mr. Barnet states, 
“This shoe club idea is the best method we have ever 
used as a means of keeping the shoe trade from stray- 
ing to the department, clothing, chain and credit stores. 
Our mark-up has been maintained, our advertising ex- 
pense held down to a three and a half per cent figure 
for all advertising, and a good, comfortable business 
has come along at an even pace. 

“The cost of operating this shoe club is chargeable 
to advertising, yet our total advertising costs are well 
in line with other stores doing a comparable business. 

“With department, clothing and credit houses all 
advertising ‘three months or more in which to pay,’ 
the individual family shoe store down the street is 
forced to do something drastic to hold his trade. From 
my experience, I believe such a method as a shoe club 
to be the salvation of the smaller, cash shoe retailer. 
We have found it to be a very successful weapon to 
combat all forms of extended payment selling. 

“This shoe club is perfect for anyone doing a family 
shoe business, as with several kids in a family wear- 
ing out shoes, one will fill up a card in short order. 
Some fill their card in a couple of months, while others 
take six to eight months before they are entitled to 
their extra pair of shoes. 

[TURN TO PAGE 49, PLEASE] 
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As Motor Industry Booms 


and stores in Detroit, Buffalo, Cleve- 
land and Rochester. Mr. Mittelman is 
a past-president of the National Shoe 
Retailers Association. “Up to a few 
weeks ago conditions were marvelous 
in comparison with a year ago, due 
to the automobile industry working 
the way it has been. They have slowed 
up a little, temporarily, which has 
affected the lower price retail business, 
but does not, however, affect the bet- 
ter retail trade. 

“We have sold almost 100 per cent 
more suedes this Fall up to this time, 
than we did a year ago and we do 
not contemplate an early sale of suedes 
due to this condition. 


Big Increase in Sales 


“Our retail shoe business will show 
an increase of anywhere from 12 per 
cent to 20 per cent over last year. 

“We are very optimistic for the 
balance of the year, due to the tre- 
mendous orders received by the auto- 
mobile concerns, which mean they will 
probably work full time right through 
to February.” 

“If you sell yourself to a customer, 
you'll really sell a pair of shoes, but 
if you do not succeed in gaining her 
confidence, you will find it more diffi- 
cult to sell the shoes,” finds S. Kaplan, 
manager of the shoe department at 
Russeks, Detroit. 

“Women today are inclined to be 
shoppers to a certain extent, and they 
have a tendency to be a b't skeptical. 
If you go to see a doctor, you might 
be somewhat skeptical the first time, 
but after you get to know the doctor 
you come to believe in him. It is the 
same way in the shoe business. 

“When I wait on a customer the 
first time, I may find it difficult to 
sell her, but the second time it is easier 
because I know her foot, and know 
how to fit her. Then, again, if in my 
approach I show that I know my busi- 
ness, she will have confidence in my 
judgment, but if I waste time in find- 
ing a shoe which fits her, she will 
lose what confidence she may have had. 

“A salesman must show tact, and 
an edded finesse, and he must dem- 
onstrate that he knows something about 
contrasting colors in shoes and cos- 
tumes. He must show that he is 
‘high grade.’ 

“Today there are so many quality 
shoe shops, unless a good salesman 
serves a woman when she is in a store 
for the first time, she is apt to go 
elsewhere. Then she stages an elimi- 
nation contest between three or four 
stores. 

“If the salesman’s attitude is one 


[CONTINUED FROM PAGE 28] 


of being more than willing to serve 
her, instead of, ‘well, if I sell a pair, 
O.K., if not, O.K.,’ if the salesman 
addresses her in the right way, mea- 
sures her foot, tries to advise her, then 
she will return to that salesman. 

“On the other hand, if a customer 
dislikes the salesman, she is liable 
to walk out on him even though she 
likes the shoe, and she will return for 
the shoe only if she fails to find 
something like it elsewhere. 

“Those who come in and ask for 
a certain: salesman are people who 
are easy to sell, but those who come 
in just to look at shoes are the diffi- 
cult ones.” 

Russeks sell only ladies’ shoes, and 
they range from $8.75 to $14.75, with 
the volume points at $11.75 and $12.75. 

Business in September, 1936, at Rus- 
seks showed an increase of 10 per cent 
over the same month last year, ac- 
cording to Mr. Kaplan, who believes, 
“Business is going to get better right 
along. I know we are going to have 
a much better Winter than we have 





Finds Winter in Canada 





Peed 


Walter Fanning, advertising manager of 
Nunn Bush Shce Co., Milwaukee, on 
recent hunting and fishing trip at Lake 
of the Woods, Ontario, Canada, about - 
80 miles north of. International Falls, 
Minnesota. Mr. Fanning says the tem- 
perature was never above fifteen during 
the week he was there, and on the 
morning of October 26th the mercury 
hit zero. Eight inches of snow fell and 
the fish weren't biting. On his return 
home, Mr. Fanning found Indian Summer 
temperatures prevailing. 
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People are 


had for several years. 
more optimistic.” 

G. De Haan, buyer of women’s shoes 
for the upstairs women’s shoe depart- 
ment of the J. L. Hudson Co., Detroit, 
reports: “Business in general through- 
out 1986 has been very good, and it 
looks like the Winter will be good. 
Improvement in the employment sit- 
uation helps. The automobile plants 
have been working steadier all through 
the Summer and Fall, and that has 
helped. After all, we depend upon 
the automobile business here in De- 
troit. Our September business was 
much better than what we had in 
September last year. 


Customers in Buying Mood 


“The average customer today has a 
better feeling, an easier state of mind, 
and feels more free to buy for the 
future. Better grades of merchandise 
are selling all through the store, and 
we can see a definite trend toward a 
demand for better merchandise. 

“Ladies’ shoes in my department 
sell from $5.00 to $15.00, and we sell 
more pairs at $6.50 and at $10.50 than 
at any other price.” 

“It’s a season of color, with de- 
cidedly-varied shades of leather, and 
there is a tendency toward high styles 
in shoes, thereby getting away from 
the conservative and going into the 
higher styles and fancy creations,” 
finds H. B. Elliott, manager of the 
ladies’ shoe department of McBryde’s 
Boot Shop, Detroit, where shoes are 
sold from $8.75 to $14.75, with the 
volume spot at $10.50. 

“Women realize that harmony in 
the costume depends on the blending 
and matching of footwear,” continues 
Mr. Elliott, “and they are more par- 
ticular and more careful in their 
selections. 

“A few years back, we seldom sold 
more than one pair of shoes at a 
time, but we now frequently sell 
three, and sometimes four. A woman 
was buying one pair to go with sev- 
eral gowns, but now she usually gets 
one for each costume. Shoes which 
sell these days must have,the right 
tone, the correct color, and the heel 
which fits into the costume. 

“The attitude of the public is fast 
turning toward better shoes. People 
are employed more than they have 
been, and general conditions are bet- 
ter. Our business is showing a definite 
improvement, and we look for this to 
continue.” 

Second largest city in Michigan, and 
the state’s second most important 

[TURN TO PAGE 44, PLEASE] 




















BOOT AND SHOE RECORDER, November 21, 1936 


Page 43 











Shoe Windows Once More 
Gay and Festive 


[CONTINUED FROM PAGE 27] 


The Motor Show which opened in 
New York on Armistice Day was in 
itself a display event of the first mag- 
nitude, and because of its widespread 
public interest displays of all sorts of 
other merchandise, including shoes, 
were tied in with it. The thousands 
of people who thronged Grand Central 
Palace, where the automobile indus- 
try staged its show, and who visited 
the shows of individual manufacturers, 
like the Ford show at the Astor, the 
General Motors exhibition at the Wal- 
dorf, the Chrysler exhibit in the 
Chrysler Building, etc., were a marvel 
to behold. 

These thousands came to see mer- 
chandise on display. Other thousands 
will view the new 1937 models in motor 
cars at other shows in other cities, the 
nation over, this month and next. This 
tremendous interest in merchandise on 
display is a challenge to manufac- 
turers, merchants and display men rep- 
resenting other lines of business. Does 
it represent a public interest in auto- 
mobiles as such, or have manufac- 
turers of automobiles so dramatized 
their product through advertising, 
publicity and display that people will 
throng to these displays by the thou- 
sands, even paying an admission price, 
to see the merchandise close-up? And, 
finally, can shoes be publicized, drama- 
tized and displayed in such a way that 
people will become shoe conscious, even 
to a fraction of the degree that they 
have become motor-conscious? 

All of these questions are pertinent 
and worthy of the consideration of re- 
tail shoe merchants and display men 
charged with the responsibility of de- 
signing shoe displays. They are ques- 
tions not easily answered; yet they call 
for an answer if the shoe business is 
to hold its own in the face of other 
industries that are competing for the 
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NO-SHANK 





Retail 
84 and 85 


No. 454— Mocha Elk — Perforated Fringe 
Tongue Blucher Oxford Seven _lIro:1 Damproof 
Flexible Sole. 10/8 Heel. Unlined—Outside 
Counter Pocket. 


No. 455—-Same as above in White Elk. 
@ 


Lazy-Bones, the famous no- 
shank unlined shoes that make 
life’s walk easy for every active 
young woman, are now in stock 
with every size run complete, 
ready to ship same day your or- 
der is received. 


Regardless of price, Lazy-Bones 
are the finest shoes of this type 
made. Their construction re- 
lieves stress and strain by gen- 
tly massaging the arch with 
every step; invigorating the tis- 
sues and blood vessels and as- 
suring healthy feet. Outside 
counter pocket, full vamp and 
tongue all in one piece, making 
the inside as smooth as a kit- 
ten’s ear. Top line is reinforced 
so that the quarter cannot 


stretch. 
rf 


STYLES IN STOCK 
White, Brown, Mocha and Black Elk, Sizes 
5/9 AAAA; 4146/9 AAA; 4/9 AA-A; 3146/9 B-C. 
All priced to retail at $4 and $5 per pair. 
Write for catalog and samples. 


FINE GOODYEAR WELTS EXCLUSIVELY 
THE JUVENILE SHOE CORPORATION 
OF AMERICA 
CENTRAL TERMINAL BLDG. 

710 N. 12th Blvd. Saint Louis, Missouri 
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attention of consumers, with displays, 
advertising and publicity so compelling 
and alluring that it can scarcely be 
denied. 

At least the motor shows suggests 
certain general conclusions about mer- 
chandise display that are by no means 
limited to automobiles, but might well 
apply to footwear and to practically 
every line of merchandise sold at retail. 
For example: 

People are interested in close-up mer- 
chandise displays in which they can 
see, feel and examine the goods or 
materials on display, without the re- 
straint of intervening glass. 

Merchand’se shows, open to the con- 
sumer, attract people when they are 
planned, publicized and dramatized 
with the skill and forethought neces- 
sary to make them effective. This sug- 
gests the value of shoe style shows, 
open to the consumer, as one of the 
most effective ways of making the pub- 
lice more shoe style conscious. Mer- 
chants of quite a number of cities have 
staged such shows with excellent re- 
sults, and we expect them to become 
more numerous in ensuing seasons be- 
cause they are in line with present 
trends in merchandise display. 

The public is interested in mechani- 
cal displays of merchandise, showing 
“how it works,” provided the opera- 
tions are explained clearly, so the aver- 
age mind that is not of mechanical 
bent, can clearly understand. One of 
the best methods is through actual 
demonstration by a lecturer who tells 
the story and explains all of the details 
of the operation or process. 

Moving pictures and talkies promise 
to play an important part in the mer- 
chandise displays of the future. They 
afford an opportunity to show the “use 
of the goods,” explain its features and 
the details of its construction. The 
motion picture demonstration, made 
possible through the movie outfits now 
on the market for that purpose, repre- 
sents one of the most convincing forms 
of dramatized display. 

[TURN TO PAGE 44, PLEASE] 





MAKE LIFE’S WALK 




















SHOES SURGE AHEAD 


[CONTINUED FROM PAGE 42] 


wholesale center, Grand Rapids is fa- 
mous for its furniture but depends 
chiefly upon automotive industries. Two 
thousand are employed at a $7,000,000 
Fisher Body plant, which has an an- 
nual payroll of $2,500,000. In its 
trading zone, Grand Rapids has 460,- 
000 people. 

“Our business in September this 
year was 30 per cent greater than in 
the same month last year,” is the en- 
couraging comment of Steve Rybarsyk, 
buyer for the ladies’ Shoe Salon of 
the Herpolsheimer Company, Grand 
Rapids. “And during the first nine 
months of 1936 our sales were 27 per 
cent ahead of the same period in 1935. 

“Increases in our sales have been 
on our higher-priced merchandise. Two 
years ago our $5.50 shoe was a big 
factor with us, but we can almost do 
without it now. From $6.50 up is 
where we get our volume. Our price 
range is from $5.50 to $12.75, and 
most of our shoes sell at $6.50 and 
$8.75. 

“We have eliminated 15 per cent of 
our complaints and our returns by 
using an X-Ray machine, and by be- 
ing careful to fit shoes long enough. 
All women are very conscious of get- 
ting shoes fitted long enough. So 
many got bad feet from illfitting shoes 
that they are more practical, now. 

“We maintain a large stock, espe- 
cially in basic shoes, so when a wo- 
man comes in to get fitted she gets 
the correct size. We have found that 
by doing this we build up a large 
volume of business. When a customer 
comes in and wants a plain, walking 
oxford, if we don’t have it she may 
go elsewhere, and when she finds a 
shoe satisfactory she usually sticks 
with the store that fitted her. 

“We do a nice business on sizes 
above a nine. There is a large call 
on sizes 9, 9%, 10, 10%, and 11. A 
few years ago we sold a lot of shoes 
in 4% and 5, but these sizes are very 
little in demand now. Our biggest 
selling sizes are 7 to 9, including dress 
shoes.” 

The Florsheim Shoe Shop, Grand 
Rapids, sells shoes exclusively for 
men, from $5.50 to $14.00, with the 
volume spot at $8.75. 

“Having smart merchandise in the 
sizes, and fitting the shoes properly, is 
the thing with us,” observes J. H. 
McCullough, Florsheim manager. “In 
the month of September this year we 
enjoyed an increase from 30 to 35 
per cent over the same month last 
year, and from the first of this year 
until October first, our increase over 
the same period in 1935 was at least 
25 per cent. 

“When a man wore cheap shoes a 
couple of years ago, it was his own 
sales talk for h‘gh grade shoes.” 

Flint is the largest General Motors 
production center in the United States. 


Within its boundaries are 137 factories, 
paying $6,000,000 annually to 42,0J0 
workmen. Michigan’s third largest 
city, Flint has a trading zone of 
277,464. 

Steady General Motors employment 
gives Flint steady purchasing power, 
and with new features being added 
continually to cars just as is done in 
the creation of new shoes, hats and 
bags, more people are kept employed 
than was the case when automobiles 
had one model a year and the interim 
was an inactive period. 

L. D. Benedict, shoe buyer for the 
Hub shoe store, Flint, relates, “In the 
first nine months of 1936 our business 
showed an increase of from 15 per 
cent to 18 per cent over last year, and 
I look for increased percentages of 
improvement through December.” 

At the Hub, which has been in its 
present location 18 years, and in 
the city of Flint a total of 28 years, 
ladies’ shoes sell for $6.75 to $10.50 
on the main floor, with the volume 
point at $6.75, and the prices in the 
upstairs ladies’ department range 
from $3.95 to $6.00, with most of them 
selling at $4.95. Men’s shoes are 
bought from $5.00 to $11.00, and most- 
ly at $7.00. The Hub offers children’s 
shoes downstairs from $1.95 to $3.95, 
with the volume at $2.95. 

“Men are matching ties with socks, 
and shoes with suits,” is the observa- 





Bright Lights Make Sales 





Brilliant modern illumination is one of the 
features of the Treadeasy Shop in Flushing, 
Long Island, a comparatively recent addi- 
tion to the retail section of this important 
community. 

Sitvated in the hea-t of Flushing, right 
on Main Street, its exterior is extremely 
attractive. The shop itself is tastefully 
decorated in a comfortable, modern 

manner, 
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tion of Harold L. MacVay, partner 
with his father, Robert D. MacVay, in 
a Flint men’s furnishings store. “Men 
are much more up on styles, read 
more, and try to dress like the ad- 
vertisements. 

“Older men are buying younger 
styles of shoes, dressier types, and 
wearing whites in the Summer, like 
their sons, and colors in the Winter 
instead of just black. 

“For the first nine months of this 
year, our business increased 20 per 
cent over 1935. Men buy our shoes 
from $6.50 to $12.50, and mostly at 
$7.50. We can sell a $7.50 shoe now 
where a year ago it was work to sell 
a pair at $6.00.” 

Albert La Ross, proprietor of La 
Ross Shoes, Inc., Flint, came from 
music school in Buffalo to the shoe 
business. His ladies’ shoes are sold 
from $6.00 to $10.00, with the volume 
spot at $8.50, and men buy his shoes 
from $5.00 to $12.50, with most pairs 
selling from $7.50 to $10.00. 

“A proper fit gives the woman a 
smooth, easy carriage, poise, and the 
feminine lines, which women are seek- 
ing. This assures style. 

“Every month we have showed a 
positive increase in business since the 
store was opened March 30, 1935. 
August this year was 41 per cent over 
the same month in 1935, and the sales 
increase in September of this year 
was larger than it was in August.” 





Shoe Windows Once More 
Gay and Festive 
[CONTINUED FROM PAGE 43] 


Adler Shoes, New York, planned an 
interesting window display that was 
tied in with the Automobile Show at 
Grand Central Palace. It featured the 
latest styles in men’s shoes, as devel- 
oped by this enterprising organization, 
and the details of the display were 
worked out with great ingenuity. There 
was a spare wheel and tire from one 
of the new 1937 cers, and catalogs and 
literature of various automobile manu- 
facturers were used to give atmosphere 
and to carry out the idea of “Motor 
Styles in Men’s Shoes.” The impres- 
sion one received from surveying this 
window was one of speed and stream- 
lined style, plus the thought that the 
shoes were as far ahead of the season 
as the new cars on display at the 
Palace. 

Since motor shows of one kind or 
another will be in order in practically 
every important city the country over 
during the next few weeks, this novel 
display by Adler Shoes suggests a 
thought for shoe men everywhere. It 
is simply a case of tying shoes in with 
a subject of vital current interest and 
in that way taking advantage of an 
opportunity to make more people look 
at shoe windows. By so doing it is 
possible to promote a greater shoe con- 
sciousness in the community and to 
build more sales for the individual 


store. 




































Hosiery 
Stock Control 


EN Burdine’s, Miami, the largest de- 
partment store in Florida, the hosiery 
department some time ago was feeling 
the effects of chain store competition. 
A like condition has confronted prac- 
tically every hosiery department in the 
country and the situation has been ap- 
proached in different ways by different 
buyers. In Burdine’s a system of stock 
control introduced into the hosiery de- 
partment was their answer to the situa- 
tion. By reducing the number of lines 
carried and by concentrating on such 
price lines as records showed were most 
in demand, the volume of stock in re- 
serve was reduced very materially. 
Sales were not reduced because the 
lines which were most popular have 
been continued and as a result the turn- 
over is satisfactory. 

Records are kept in a visible file. 
Classification is by manufacturer. Price 
lines, style number, color and sizes are 
listed in complete detail. By closely 
watching this record and noting what 
price line and make were most in de- 
mand it has been possible to reduce very 
greatly the number of makes of hosiery 
and price lines which were formerly 
carried, and which involved tying up 
a considerable amount of capital. The 
heavy stock which was considered neces- 
sary before an analysis of conditions 
was made has been reduced to a mini- 
mum, and money is not tied up in dead 
merchandise. Another advantage is 
that it is now seldom necessary to take 
unprofitable markdowns in order to 
move an undesirable line; only items 
are carried which the records show the 
public is actually buying. This, of 
course, applies to staple merchandise. 

On the record card is listed the mini- 
mum number of each size, style and 
color which it is advisable to carry. 
When this figure is reached it is time 
to reorder if the stock is to be kept 
complete. And it is very important 
that stocks be kept complete. 

In the department hosiery is kept in 
glass-faced tills, each holding six pairs. 
Every morning th’‘s stock is inventoried 
and a list of missing numbers taken 
to the stock room. When the clerk in 
charge of stock records checks out the 
merchandise she makes a note of it on 
the record card, indicating that so 
many pairs of a certain number have 
been “sold,” for ater it leaves reserve 
it is considered sold. 

When the last entry on a record card 
indicates that the minimum amount of 
stock has been reached, a colored tag 
or marker is placed opposite the date 
to so indicate. It may be that when 
the buyer checks the cards she will de- 
cide that an order need not be replaced 
immediately but because other lines are 
running low it will be quite all right to 
wait for a short time and replace all 
at the same time. 

[TURN TO PAGE 64, PLEASE] 
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eTHE SHOES YOU'D 
BUY FOR YOURSELF 
IF YOU WERE AN 


The definitely new kind of energy- 
building walking comfort to be 
had in City Club Velvet Step 
shoes is precisely what is demanded 
by men who are actively on their 
feet day after day. Such features 
as the Velvet Step 3-way cushion 
support and the Premold seam- 
less-back quarters with seamless 
linings, are in themselves sufficient 
reason why you would buy these 
shoes. But in addition this new 
line is built over full-tread lasts; 
carries a shorter, top line which 
insures a snug fit around ankle. 


Specifications: A last for 
every foot classification. Welt con- 
struction... Fine selected upper stock 
.-. Soles of fine cowhide bends... In- 
visible nailed rubber heels... Widths 
AAA to G, sizes 5 to 14. Full line IN 
STOCK . .. Most styles priced at $3.50 
to retail at $6.00. Terms...60 days net. 


Peleus 


Branch of International Shoe Co. 
ST. LOUIS, MO. 


Metatarsal 
Pad 


Heel Pad _ Inner Lon- 
absorbs some of itudinal servesasa 
the shock for adi that locks support for the 


metatarsals, thus 
relieving pres- 
sure on the ball 
of the foot, 


the heel in place 
and at the same 
time gently sup- 
ports the arch. 


those who pound 
hard pavements 
all day. 


ont Mo, ms 































Seamless I-Pe. 
Backs Premold 
seamless back fea- 
ture eliminates rij 
ping. Lining also 
seamless. 
and lining are pre- 
molded to shape be. 
fore lasting. 
is a smooth, snug, 
comfortable heel. 
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Scene: Lobby of the Palmer House during the National Shoe Fair. 


Bertrait of a slightly wilted Leader 
WHO MISSED ‘THE BOAT 


(Dated January 6th, 1937) 





*““DON’T look now, but who’s that sad fellow over there who looks 
like Napoleon at Elba? Why, that’s old Whoozis. He’s the man who 
missed the boat. Not a bad fellow either, but he couldn’t make up his 
mind. Enterprising? Well, yes. Make good shoes? Swell. Pro- , 
motionally minded? After a fashion. Exhibiting here at the Shoe 
Fair? I guess so. 


“He ie one of those fellows who mean well, but always seems to miss 
the boat. Lacks decision, I guess. Can’t seem to make up his mind. 
Why, he even let that LEADERSHIP IN INDUSTRY issue of Boot 
AND SHOE RecorbDER slip by without his ad. When he realized it, he 
tried to blame it on his advertising manager, but the young lad 
wouldn’t let him get away with it, because he had pointed out, as early 
as November, that here was an issue that he couldn’t afford to over- 
look because all of his competitors would be in it with bells on. 


7 


“He told him how the whole industry was steamed up about it and 
that everybody who was anybody would be in it. He told him that 
all the retailers would be taking it to Chicago as their Shoe Fair 
Guide and explained how they would all use it as their ‘Where to 
Buy’ directory for the coming prosperous 1937. But even then 
Whoozis couldn’t make up his mind. Now he just has to take it.” 





DON’T YOU MISS THE BOAT. Be thankful that there is still time for the busiest of 
leaders to prepare copy for Boot and Shoe Recorder’s great LEADERSHIP IN 
INDUSTRY issue, and thus insure their reputation in the trade. But you'll have to 
hurry. The closing date is December 14th at 6 P. M. 


BOOT & SHOE RECORDER 


A Chilton & Publication 
239 West 39th Street New York City 


When writing advertisers please mention Boot and Shoe Recorder 
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THIS WEEK IN THE SHOE TRADE 
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NATIONAL NEWS 





All Signs Point to Record Shoe Show 





National Shoe Fair at Chicago To Be the Greatest Footwear 
Exhibition Ever Held Under One Roof 


CuicaGco—Early registration for the 
National Shoe Fair at the Palmer 
House, Jan. 4, 5, 6 and 7, 1937, is un- 
precedented in number of prospective 
exhibitors and scope of industries rep- 
resented. Already manufacturers and 
wholesalers of shoes, accessories and 


allied products, representing every shoe 


section of the country, have made defi- 
nite reservations of more than 700 dis- 
play rooms. 

The shoe show of 1937 will be the 
most extensive display of footwear 
ever held under one roof. There will 
be 850 display and sample rooms at 
the Palmer House, featuring the foot- 
wear of the nation. Because only 150 
rooms remain, a sell-out is expected 
before the end of December. 

In addition to eight solid floors of 
display space, the entire exhibition hall 
will be devoted to educational features 
and industrial displays. The Joint 
Committee of the National Boot and 
Shoe Manufacturers Association and 
the National Shoe Retailers Associa- 
tion will conduct contests on window 
display, advertising, and direct mail, in 
the exhibition hall at the Palmer 
House. The committee plans also to 
erect a modern shoe store as well as 
several model shoe store fronts. 

The greater part of the convention 
activity, registration and exposition 
services will be located in the ex- 
hibition hall on the convention floor. 
Besides the educational features, a 
great number of booths have been set 
aside for the display use of allied 
trades. These sizable display booths 
will contain hosiery, handbags, shoe 
machinery, polishes, advertising, nov- 
elties, and other kindred products and 
services of the allied industries. 

The success of the National Shoe 
Fair of 1937 is indicated not only by 
the early registration of exhibitors, 
but also by the tremendous advance 
assignment of sleeping-room reserva- 
tions. Every shoe man who plans to 
attend the joint convention and ex- 
position is urged to make prompt 
sleeping-room reservations. “Loop” 
locations are being rapidly assigned 
and the Palmer House has approached 
its limit in sleeping-room assignments. 








HOWARD S. SMITH 
Treasurer, National Shoe Fair 


The Joint Committee recommends that 
retailers and manufacturers secure 
their sleeping-room reservations at the 
following cooperating hotels: Atlantic, 
Auditorium, Bismarck, Blackstone, 
Brevoort, Congress, Drake, Great 
Northern, Harding, Harrison, Knicker- 
bocker, La Salle, Majestic, Medinah 
Club, Morrison, Sherman, Stevens. 

Although Chicago centers a great 
mass of sleeping facilities within a 
small area, it is expected that the 
tremendous influx of shoe men in the 
early part of January will take every 
available accommodation. Last year, 
many shoe men were forced to go 
outside the loop for suitable sleeping 
accommodations during the Shoe Fair. 
The committee hopes, therefore, that 
each shoe man will make advance 
registration in preparation for the 
most complete shoe convention and the 
most extensive expositlon..ayer con- 
ducted under one hotel ‘roof. — 

The committee looks forward to 
welcoming the shoe men of America 
to Chicago at the beginning of the 
new shoe year. 


Members of the National Shoe Fair 
Committee are: Herbert N. Lape, 
chairman; Harry E. Fontius, vice- 
chairman; Howard S. Smith, trea- 
surer; George B. Hess, secretary; Carl 
Burgstahler, Maxey Jarman, John R. 
Laycock, Frank S. Rice, Marcus Rice. 
James E. Wall. 


R. C. Earb New McElwain 


General Manager 


NasuHua, N. H.—The J. F. McElwain 
Shoe Company announces that Major 
Francis P. Murphy, New Hampshire 
governor-elect, who is vice - president 
and general manager of the concern, 
would be succeeded by Robert C. Earb, 
treasurer. Major Murphy said his 
duties as Governor would keep him 
away from the plant. 

Two other changes were also an- 
nounced by officials; John Conethan has 
been transferred to the Manchester 
plants as superintendent, due to the 
sudden death of Winfield Wallingford, 
and Fred. W. Cox becomes superin- 
tendent of the Nashua factories. 





Opens Children's Store 


ROCHESTER, N. Y.—Dean T. Pryor, 
formerly sales manager for the Tiny 
Tot Shoe Company, up to the time of 
the company’s liquidation, has opened 
a shoe store, at 1389 Maplewood Drive, 
here. 

Mr. Pryor will handle infant’s, chil- 
dren’s and misses’ up to size 3 and a 
line of boy’s shoes. 

For many years, Mr. Pryor has been 
a manufacturer of children’s shoes and 
during that time has learned the basic 
and fundamental knowledge as to the 
proper fitting of children’s feet. 





Children's Trade Active 


Lonc BEAcH, CALIF.—A real swing 
toward oxfords is being experienced in 
the children’s Bootery with the elk- 
finish, calf, water buffalo and suedes 
selling in the order named, for the 
smaller children. For sizes above threes, 
dressy straps and pumps’ like suedes 
trimmed with alligator and gabardine 


«trimmed in patent, are selling well. For 


school, the luggage tan in calf and a 
brown sealskin are being bought rather 
freely. Business is showing a nice 
healthy increase. 
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Expansion by Krippendorf-Dittmann 





21,000 Square Feet Added to Floor Space Due to Growth in Business, 
F. X. O'Brien Announces 


CINCINNATI.—Another indication of 
the healthy condition of the shoe in- 
dustry was voiced last week by Frank 
X. O’Brien, vice-president and general 
manager of The Krippendorf-Dittmenn 
Company, Cincinnati, who states that 
the rapid growth of their business 
necessitated an increase last month in 
their manufacturing facilities. An ad- 
ditional 21,000 square feet of floor 
space has already been taken, Mr. 
O’Brien says, and first sales of their 
Spring shoes encourage them to believe 
that still more room will soon be 
needed. 

There’s an interesting story back of 
the progress being made by this old- 
line shoe house. After 64 successful 
years of manufacturing and selling 
conservative types of unbranded shoes, 
Krippendorf three years ago introduced 
a branded line of women’s footwear, 
combining new high styling with the 
quality and comfort features that had 
made them nationelly known and re- 
spected for two-thirds of a century. 
This new line was named Foot Rest, 
and was well received by dealers and 
their customers. It is being advertised 
both nationally and to the trade in 
Ladies Home Journal, Good Housekeep- 
ing, McCall’s, Vogue, Harper’s Bazaar, 
Woman’s Home Companion, Sunset 
Magazine and American Journal of 
Nursing, as well as BooT AND SHOE 
RECORDER. 

This departure from their previous 
sales policy produced very gratifying 
results, Mr. O’Brien says, and his com- 
pany has since been gaining veluable 
new retail outlets, with the first sea- 
son’s sales jumping 67 per cent over 
the six months preceding. 

Mr. O’Brien summed up their posi- 





DATES TO REMEMBER 


National Shoe Travelers’ Association, Inc., 
Twenty-Sixth Annual Convention, Hotel 
Morrison, Chicago, I.l.....Jan. 2, 3, 4, 1937 

National Shoe Fair, Palmer House, Chi- 
CODD; Tis ks kbn tee soe Jan. 4, 5, 6, 7, 1937 

National Shoe Retailers’ Association Con- 
vention, Palmer House, Chicago, Ill., 

Jan. 4, 5, 6, 7, ‘1937 

National Boot and Shoe Manufacturers’ 
Association Convention, Palmer House, 
Chicago, Il’. ......... Jan. 4, 5, 6, 7, 1937 

Michigan Retail Shoe Dealers Association, 
Annual Shoe Fair, Hotel Statler, Det-oit, 
as tics pieces Jan. 10, 11, 12, 1937 

Northwestern Shoe Retailers Regional 
Association Annual Convention, Hotel 
Martin, Sioux City, lowa, 

Jan. 17, 18, 19, 1937 

Texas Shoe Retailers Association Annual 
Convention, Hotel Adolphus, Dallas, 
Texas Jan. 25, 26, 27, 1937 

Kent County Shoe Retailers Association 
Fourth Annual Shoe Show, Pantlind 
Hotel, Grand Rapids, Mich... Feb. 1, 2, 1937 

Middle Aflantic Shoe Retailers’ Associa- 
tion 23rd Annua'! Convention, Benjamin 
Franklin Hotel, Philadelphia, Pa., 

eb. 7, 8, 9, 10, 1937 

Indiana Shoe Travelers Association Four- 
teenth Annual Indiana Shoe Buyers 
Week, Claypool Hotel, Indianapolis, 
WOM cc aleenG si ae Feb. 7, 8, 9, 1937 

Pennsylvania Shoe Travelers Association An- 
nual Tri-State Shoe Mart, William Penn 
Hotel, Pittsburgh, Pa.. .July 18, 19, 20, 1937 





tion by saying that during the dull 
years just passed, they have been busy 
styling up their line, improving their 
production facilities and effecting econ- 
omies in operation, so that they have 
already multiplied several times their 
production of five years ago. The Krip- 
pendorf-Dittmann executives are en- 
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thusiastic about business prospects 
generally, and believe they are now 
equipped to get their share of the fine- 
shoe volume. 

Henry C. Flynn, secretary of the 
compeny, has taken over the New 
York sales office and will call on the 
trade in the East. J. Carl Shotthafer 
will work New York State and the 
greater portion of New England. The 
balance of the territories covered by 
the company from coast to coast are 
being visited by salesmen who have 
been with the company some years. 





Steifel New Mark Buyer 


MIAMI, Fia.—Reuben Steifel, for- 
merly of J. Goldsmith & Sons, of Mem- 
phis, Tenn., and the Peacock Shoe 
Store, Chicago, will be buyer and man- 
ager of all shoe departments of the 
newly reorganized Mark Store, here, 
beginning January 1. He was recently 
at the St. Louis market and during the 
past week at the New York market, 
stopping at the McAlpin Hotel. 

The Mark Store is remodeling from 
top to bottom, and when all alterations 
are complete it will be one of the finest 
stores in the South with seven floors 
and basement. 

The buying offices of the Mark Store 
will be the City Stores of New York 
City. 





Solomon Adds to Territory 


DETROIT, MIcH.—L. G. Solomon, rep- 
resentative of the Gale Shoe Manufac- 
turing Company of North Adams, 
Mass., has just added Illinois, including 
the Chicago Loop district, to his terri- 
tory. He will have headquarters at the 
Statler Hotel, Detroit, displaying here 
on Mondays. Mr. Solomon, who has 
been covering Michigan and New York 
for the past two years, has hitherto 
worked directly from the factory. The 
company handles a general line of wo- 
men’s and growing girls’ sport welts. 
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A Saks Fifth Avenue window display of the newest excitement in luggage—Sardonyx 
patent leather bound in rawhide and beautifully lined. Along with richness and 
newness, this new luggage stands hard wear and registers little scuffing. 


Sell More Articles of Leather 


[CONTINUED FROM PAGE 25] 


wide leather belt, suede leather 
breeches and coat and boots of soft 
suede leather which come well up over 
the knees. 

Right now even before the picture is 
released, wide leather belts are selling 
for sports wear, belts which had their 
origin in the picture costuming and 
belts which would cause an increase 
in customer traffic of stores who dis- 
played them. These belts are of the 
same material as the shoes. There is 
a vogue of matching the belt with the 
shoe and in many cases the hand bags 
are also included in the matching busi- 
ness. The same shoes and belts are the 
smart note, so an interesting promo- 
tion is open to shoe retailers who know 
their leathers. 


Natalie Visart, who did the design- 
ing for “The Plainsman,” discovered 
that she could tailor leather even better 
than she could woolen sport materials, 
and could make the garments fit better. 
A costume which she made for herself, 
all of leather, has created a real sensa- 
tion. And why should not a retail shoe 
store successfully merchandise women’s 
leather sport things? 

Women just love these many leather 
novelties which are coming into fash- 
ion. Whether these novelties take the 
form of the new kid gloves, utility neck- 
laces having a pencil and coin purse 
at one end and a combination compact 
and lipstick at the other, millinery or 
coats, the public will buy its leather 
things somewhere. 


Page 49 


There’s the situation. People hungry 
for leather novelties. Shoe men want- 
ing to increase store traffic. And the 
most natural place in the world to sell 
all the new leather goods and ready to 
wear is right in a shoe store. 

Will the shoe retailers wake up in 
time? There is apparently no limit to 
the leather novelties and accessories 
which they can sell. 


Pays Dividend on Purchases 
[CONTINUED FROM PAGE 41] 


“There are several side lights on this 
method which are helpful in running 
a store. Few stores doing a cash family 
shoe business keep track of each in- 
dividual sale. The club cards form the 
basis for an excellent mailing list. Then 
they also are of great assistance in 
proving the date when shoes are sold, 
a considerable aid in settling com- 
plaints. The list is also used to aug- 
ment our hosiery club, so many extra 
sales are made that way. All in all, 
we feel this is a great method of keep- 
ing’ one’s store alive and prosperous.” 


Boot and Shoe Travelers 


To Hold Annual Meeting 


New YorK—The annual meeting of 
the Boot and Shoe Travelers Associa- 
tion of New York has been scheduled 
for Tuesday evening, November 24. At 
this meeting the officers for the coming 
year will be elected. The following 
members have been nominated to hold 
the offices for next year: James T. 
Baker, president; M. E. Tobias, first 
vice-president; Thomas England, sec- 
end vice-president; William Butter- 
worth, third vice-president, and Charles 
Havranck, secretary-treasurer. Larry 


Sass and Mort Seaman have been nom- 
inated to the Board of Governors for 
a term of three years. 

Following the business meeting and 
election of officers, the members will 
adjourn to the restaurant for dinner. 
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CUT SOLES and SOLE LEATHER 








ENGLAND WALTON DIVISION ¥ A. C. LAWRENCE LEATHER CO - BOSTON 


























































STYLE 


from the bottom up 


with Rock Oak Soles 


The sport shoe is rapidly becoming the all- 
occasion shoe for late Spring and Summer wear. 
Therefore, customers demand highest quality in 
soles. 


Build on a solid foundation with Rock Oak sole 
leather. Keeps shoes looking better longer. Adds 
class. Increases wearability. 


When placing orders for Spring and Summer, ask 
your manufacturer to use scientifically tanned, 
close fibred Rock Oak—the sole leather preferred 
by shoe repairers everywhere. 


The American Oak Leather Co. 
Cincinnati Chicago 
St. Louis Boston 
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Employees to Get Security 
Forms Next Week 


THE Postal Service completed on Monday of this 
week the huge task of distributing social security reg- 
istration forms to the nation’s employers. 

Without a moment’s delay in the distribution of the 
regular mails, 250,000 letter carriers went into fac- 
tories, mills, offices, shops and all other places of busi- 
ness along their routes to leave applications for em- 
ployer identification numbers under the Federal Social 
Security Act. 

By nightfall the tide that had carried more than 
3,000,000 blank forms out of 45,000 post offices began 
to turn and the first of the completed forms were re- 
turned to the postal authorities for transmission to the 
headquarters of the Social Security Board, at Balti- 
more. In New York City, where nearly 600,000 em- 
ployers got the forms, several thousand responded by 
late afternoon. 

With the delivery of the employer blanks, which 
must be returned by Saturday, the machinery behind 
the Federal promise of old-age security for 26,000,000 
wage-earners in industry and commerce went into 
operation for the first time. 

Prompt return of the employer forms is essential, 
postal chiefs pointed out yesterday, if the employee 
cards are to be delivered effectively on Nov. 24. The 
employers are required in filling out their forms to 
estimate the number of workers in their establishments 
and these figures will guide the local postoffice in 
allotting employee application cards. 

Taxation to build up the reserve fund out of which 
the government will pay monthly benefits of $10 to 
$85 to qualified workers who reach the age of 65 
after Dec. 31, 1941, will begin on Jan. 1, 1937. From 
that date on employers will deduct 1 per cent from 
the pay of their employes and set aside an equal sum 
from their own funds to cover their obligations under 
the Security Act. 

The amount of the tax will begin to rise on Jan. 1, 
1940, when employers and employees will contribute 
14% per cent each to the old-age benefit fund. The 
tax will continue to rise one-half of 1 per cent every 
three years until it reaches 3 per cent on Jan. 1, 1949. 
It will remain constant at that figure. 

In this city and State, with more than 800,000 em- 
ployers subject to registration and an estimated 5,000,- 
000 employees to follow, postmasters faced a problem 
that made the bonus delivery look like “kindergarten 
stuff.” 

Beginning on Nov. 24, the 45,000 post offices 
throughout the country will distribute to employees, 
through their employers, forms known as “Application 
for Social Security Account Number.” These em- 
ployees’ application forms will be distributed to all 


work places and will also be available after Nov. 24 
at all post offices. The employee’s application ‘3 a 




















simple form asking a few questions such as name 
and address of the worker, name and address of his 
employer, date and place of birth, and father’s and 
mother’s name. When the worker has provided this 
information on the application he may return it, with- 
out paying any postage, in any of five ways: 


By handing it back to the employer, or 

By handing it to any labor organization of which the worker 
is a member, or 

By handing it to a letter carrier, or 

By delivering it personally to any local post office, or 

By mailing it—without postage—in a sealed envelope addressed 
simply: “Postmaster, Local.” 

On the return of this information to the post office 
a social security account will be set up for each per- 
son eligible and he or she will be furnished a card 
—comparable to an insurance identification card— 
certifying that an account has been set up and bearing 
the number of the account so as to make it easy for 
the worker to find out at any time just how ‘his or 
her account stands. 

It is to the advantage of both employees and em- 
ployers to make certain that an account number is 
assigned to each worker before Jan. 1 so that accurate 
reports can be made to the government and so that 
accurate accounts may be kept by the government. 
However, neither employees nor employers need take 
any action until they receive the necessary forms and 
instructions through their local post office. Neither is 
it necessary to make any inquiries either of the Social 
Security Board or the post offices prior to receiving 
the official forms and instructions. 

The Social Security Board is confident that em- 
ployees and employers will cooperate with the Post 
Office Department which has undertaken this task as 
a service to the people of this country. The cooperation 
of the Post Office Department in this work means that 
the work can be done simply and economically and 
without building up a large working force. It also 
means that the work will be done by trained civil ser- 
vants who are familiar with local conditions and who 
are known to employees and employers in their home 
communities. 


Adds Branch Store 


Los ANGELES, CaLir.—The Guarantee Shoe Store, 
404 S. Main St., of which William Levy and P. Boon- 
shaft are the proprietors, have opened the second of 
a proposed series of men’s and boys’ shoe stores on 
the West Coast at 434 South Broadway. Pall Mall 
and Ralston shoes are featured. John Weisman is 
the manager of the new store. 


Evans Changes Store Name 


MeprForD, OrE.—Clarence B. Evans has changed the 
name of his store from the Buster Brown Shoe Store 
to Evans’ Bootery. 
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Cancellations, 
Jobs, Surplus Stocks 


-shoes you can 
make money on! 


The Baris In Stock shelves are complete with 
many thousands of pairs of the smartest styles, 
patterns, and lasts for Spring and Summer. 
Every fashionable fabric, the newest colors and 
leathers. The shoes are cancellations, jobs, and 
surplus stocks taken from the country's leading 


manufacturers. 


All high quality, well made shoes you'll be proud 
to sell, Another point—we'll ship you fifty or 
five thousand pairs. No order is too large or 
too small. You'll get lightning speed action on 


deliveries. Get in touch with us now. 


BARIS SHOE CO. 


79 READE ST... N. Y¥. C. 




















Men's Shoes 
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“HIGHEST GRADE ONLY" 
EAST WEYMOUTH, MASS., U.S.A. 





li ech el lel 


X-Ray Shoe Fitter 


Lehi i ee dh eel eli elie edi dll 


PROVE wa: vom 


HAVE PERFECT F iT’ i 


Inspection of shees for 
lasting tacks, misplaced 
shanks, and other defects, 
ean be done better with 
our X-Ray shee inspector. 























Shock and Ray proof. 
Sold on easy terms. 





Adrian X-Ray Mfg. Co., Milwaukee, Wis. 
Ce eee 
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Women's Shoes 


66 6 8 6 A 


KUSH-IN-EZE 





VAUGHAN TOWLE CO. 


trade paid respect to Mr. 





, division of L. B. Evans’ Son Co. 
w MASS. 





Obituaries 
Elwin T. Wright 


ROCKLAND, Mass.—Elwin T. Wright, 
founder and one of the owners of E. 
T. Wright & Co., of Rockland, Mass., 
died at his home Tuesday, November 
10. He had celebrated his 84th birth- 
day on November 6th and a dinner had 
been held in his honor, with guests and 
members of his family in attendance. 





ELWIN T. WRIGHT 


As one of the oldest and best-known 
shoe manufacturers in the United 
States, his career extended from 1876 
to date. He not only lived an active 
trade life, but played a part in civic 
and political progress, representing his 
district for two terms in the State 
legislature, two terms as State Senator 
and was on the Governor’s Council un- 
der two famous governors. Identified 
with Rockland and the South Shore, he 
lived practically ‘all his life in that 
community and was known the length 
and breadth of the district, as well as 
throughout the trade. 

E. T. Wright was one of a family of 
six children, of which a brother in Cal- 
ifornia and a sister in Rockland sur- 
vive. He is survived by two daughters, 
Mrs. James A. Munroe, of Newton, and 
Mrs. D. Frank Dillon, of Leominster; 
and six grandchildren. He was a mem- 
ber of the New England Shoe and 
Leather Association, a charter member 
of the Boston Chamber of Commerce, 
an honorary member of the Rockland 
Post of the American Legion and a 
82nd degree Mason. He was also prom- 
inent in the Odd Fellows. 

Funeral services were conducted on 
November 13th by the Rev. Gerald 
Fitzpatrick, of Norfolk, Va., former 
pastor of the Rockland Unitarian 
Church. 

The following delegations from the 
Wright’s 
memory: Hon. John S. Kent of M. A. 
Packard Co., Brockton; Herbert T. 
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COULD YOU FIT < 


more little feet 
IF you had more little 


feet to fit? 
e 


Ideal Flexible Hard Soles can 
bring soft sole graduates to 
your store for full fledged 
e juvenile footwear. 
Ideal Flexible Hard Soles are 
the link between thousands of 
wearers of Ideal Baby Shoes 
and the alert juvenile depart- 
ment which wants a constant 
flow of new business. 
Thousands of parents know the 
Ideal trademark—will go to 
the juvenile department that 
displays it. 
Won't you write us for com- 
plete details? 


MRS. DAY'S IDEAL BABY SHOE CO. 
DANVERS, MASS. 


Manufacturers of Laut agp angel 
Sole—Intermediate and 


IDEAL 


FLEXIBLE HARD SOLES 
which will bring more children into your 
store for their first pair of full-fledged 

y, juvenile shoes. : y, 








Drake of W. L. Douglas Shoe Com- 
pany, Brockton; Charles C. Hoyt of 
Lowell Bleachery, Inc., Boston; James 
T. Gormley of Day-Gormley Leather 
Company, Boston, and James H. Stone, 
representing the New England Shoe 
and Leather Association. Also in at- 
tendance were William F. Hickey, John 
R. Evans & Co., Boston; Francis B. 
Masterson, Hub Shoe Co., Boston; 
Charles H. Fitzpatrick of Arnold Bros. 
& Co., East Weymouth; E. B. South- 
worth of Geo. E. Belcher & Co., Stough- 
ton, and John F. Murphy, The Ohio 
Leather Corp; Boston, representing 
Boston Boot & Shoe Club. 





John L. Dennett 


GIRARD, OHI0O—John L. Dennett, 
secretary and treasurer of the Ohio 
Leather Co., died Wednesday of last 
week at the North Side unit of the 
Youngstown Hospital. 

He had been ill but two days, suffer- 
ing from a ruptured appendix. His 
father, John M. Dennett, died 11 days 
before at St. Petersburg, Fla. 

Mr. Dennett was born Sept. 26, 1877, 
in New York, the only child of John M. 
and Augusta Lant Dennett. He went 
through the public schools of New York 
and at the age of 19 moved to Boston 
where he became a clerk in the offices 
of Alley Brothers, a pioneer firm in the 
leather trade. The business of Alley 
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PUT CHEER INTO YOUR HOLIDAY WINDOWS 


Thanksgiving, Christmas, the New Year—the big 
holiday season is approaching quickly. Your win- 
dows should be just as cheerful as the season. They 
should be gay and colorful. 
be trim, smart,—perfect in appearance. 


y-Lorms 


wd AND FOREIGN PATENTS 


were built. 


you sell, 


Northampton 
England 


Melbourne, Australia 


Fairy Forms will go a long way in putting cheer 
into your holiday windows. 
your shoes will be more goodlooking than ever. 


Fairy Forms are the only perfect forms devised. 
They are as exact as the last on which your shoes 
They'll keep every line, every detail 
in its proper place. No strain, no awkward feeling. 


Start using Fairy Forms in your displayed shoes. 
You'll see a new life and a new beauty in the shoes 


SHOE FORM CO., Inc. 
AUBURN, N. Y. 


Manufacturing Branches 
United Last Co., Ltd., Montreal, Canada 





And the shoes should 


With Fairy Forms, 


Frankfort 
Paris Germany 
France Mexico City, Mexice 











Brothers was subsegently acquired by 
the American Hide & Leather Co. 

Mr. Dennett was promoted rapidly 
as his knowledge of the business in- 
creased. He became associated with 
the Pfister and Vogel Co. in Boston 
and because of his outstanding record, 
was picked in 1908 to succeed H. J. 
Haggerty as secretary and treasurer 
of the Ohio Leather Co. Later he be- 
came a director. He went to Girard 
June 1, 1908, and immediately became 
active in the business and social affairs 
of the community. Oct. 19, 1915, he 
married Louise Arms, daughter of Mr. 
and Mrs. Warner Arms. 

Mr. Dennett was a Mason, a member 
of the First Church of Christ, Scientist, 
a trustee of the Belmont Cemetery 
Association and of the Trumbull 
County Manufacturers’ Association at 
Warren, and a member of the Mahon- 
ing Valley Country Club. He was also 
a member of the Sons of American 
Revolution. 

He leaves his wife and two children, 
Louise at home and Robert at the 
University of Minnesota. 

Funeral services were held on Friday 
of last week at the home. 


Frank D. Wetmore 


New HAVEN, CoNN.—Frank D. Wet- 
more, 81, retired shoe man who served 
more than 55 years in the trade, first 
as a traveler and then as owner of shoe 
stores in this city and Bridgeport, died 








suddenly November 11, in Pinehurst, 
N. C., while en route to Daytona Beach, 
Fla., to spend the Winter. 

Mr. Wetmore traveled for the George 
E. Keith Co. for about 30 years, after 
which he opened Walk-Over Shoe Shops 
here and in Bridgeport. Several years 
ago he retired permanently and his 
partner, Sydney Stokes, nationally 
known New Haven shoe man, who is 
now an associate secretary of the local 
Chamber of Commerce, took over the 
New Haven store and operated it until 
last year. The Bridgeport store had 
previously been burned out and was 
not reopened. 

Mr. Wetmore was a native of Spring- 
field, Mass. He was a member of the 
Quinnipiac Club and the New Haven 
Country Club. He is survived only 
by his sister. 


Arthur F. Durgin 


HAVERHILL, Mass.— Arthur Foster 
Durgin, 61, former president of the 
Haverhill Shoe Manufacturers’ Asso- 
ciation, one of the city’s leading shoe 
manufacturers until his retirement 10 
years ago and active in civic affairs, 
died November 13 at the Benson Hos- 
pital following an operation. 

Mr. Durgin was born in Bradford, 
then a separate township, son of the 
late James Henry and Julia Durgin. 
He was graduated from Williston 
Academy, Easthampton, and from Har- 
vard in 1899, and later attended the 





Bryant & Stratton Commercial School, 
Boston. 

He was engaged in shoe manufac- 
turing for 25 years, entering the busi- 
ness with his brother, the late Charles 
H. S. Durgin. At the time of his death 
he was a member of the investment 
committee of the Pentucket Savings 
Bank and was a member of the board 
of directors and house committee of 
the Pentucket Club. 

Surviving him are a wife, Mrs. Lucy 
Belle Durgin, and a son, James Henry 
Durgin, of Scarsdale, N. Y. 


John W. Dudley 


East ORANGE, N. J.—John W. Dud- 
ley, representative of Louis Sommer & 
Son, Inc., shoe finding house, died at 
his home here, November 15, from 
pneumonia. 

Mr. Dudley, or Jack, as he was 
known to his many friends in the shoe 
trade, was 68 years of age at his death 
and one of the old school of shoemen 
still active on the road. 








Charles F. Youmans 


Fonp pu Lac, Wis.—Charles F. You- 
mans, 84, pioneer shoe dealer here, died 
November 6. Establishing himself in 
business when he was 21, Mr. Youmans 
spent a half century in the retail shoe 
trade at 41 South Main Street, here. 
He is survived by his son and a daugh- 
ter. 









i i A el 


Shoe Accessories 


i 


EASE CALLOUSES 
WITH IDEAL 
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ty Shoe Findings Mfg. , Co. 


810 W. 73rd STREET, ohicaeee ILLINOIS 
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Dancing Shoes and Taps 
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TAP SLIPPERS 
ND 


e. 9787 Black Kid—Tie 
. 9786 Patent Leather 


$180 
B-C-D Widths 
Sizes 11 
ay SHO ‘ 
son & Ritner Sts. 
"Philadelphia, Pa. 























TAP 
DANCE 
SHOES 
a 
In 
Patent Leather Stock 
Women's $1.55 
Misses’ $1.45 * 
White Kid Women's Misses’ Sizes 
Women’s $1.60 Sizes -B-C 
Misses’ $1.50 A-B-C 22-8 11Ye-2 
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Owens SHOE Co. 
28 Goodhue St., Salem, Mass. 





Pat. Tap Slippers 
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SCHWARTZ & HERDER, INC., MFRS. 
70-72 WN. 4th St. Philadelphia, Pa. 
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W.L. Belcher at Work 
Again After Illness 


PortsmouTH, On10—W. L. Belcher, 
who is general representative of the 
Vulcan Last Company, after an illness 
since last March, is happy to be back 
on the road again calling on the trade 
since the first of the month. Mr. Belcher 
will make his home in Jamaica Plains, 
Mass. 


Henry Flynn Takes Over 
New York Office for K-D 


New York—Henry C. Flynn, sec- 
retary of the Krippendorf-Dittman Co. 
of Cincinnati, is taking over their New 
York office at 815-817 Marbridge Build- 
ing and will call on the trade in New 
York, Philadelphia, Baltimore, Wash- 
ington, Connecticut and Rhode Island. 





HENRY C. FLYNN 


Mr. Flynn has had broad experience 
with the company, both in the manu- 
facturing and selling end of the busi- 
ness, and is young enough to have 
modern ideas as to the trend of the re- 
tail shoe business today. From an ex- 
perience standpoint, he ‘is old enough 
to have a thorough understanding of 
both the manufacturing and retail ends 
of the business. 

The company feels that in assigning 
Mr. Flynn, a member of the firm, as 
its representative in the Eastern ter- 
ritory, it is making a progressive step, 
for he will be in a position to work 
with them very closely, due to his 
knowledge of the manufacturing end, 
as well as other branches of the busi- 
ness. 

Both from the standpoint of heredity 
and experience, Mr. Flynn has a real 
shoe background, as his father oper- 
ated the Xenia Shoe Mfg. Co., Xenia, 
Ohio, and Henry has been connected 
with Krippendorf-Dittman Co. during 
all of his business life, since his gradu- 
tion from college. He has been an 
officer and director of the company for 
the past seven years and has traveled 
for the firm in Ohio and other Middle 
West territory. 
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PRE-WELTS 


Style 553—Tan Elk 
2 8 


Folded Edge 


QUESTIONS: 

Are you looking for a line you'll sell 
quickly and easily? Are you looking 
for a line you can profit on readily? 
Do you want mothers and children to 
know you as the retailer who has the 
right shoes? 

ANSWER: 

Sell Elam's! Many a merchant who has 
asked himself these questions has found 
_Etam's to be the correct answer. 


F. S. ELAM SHOE CO 











Trade 
Literature 
Novel Advertising Stunt 


PHILADELPHIA, PA.—One of the most 
interesting and timely pieces of adver- 
tising of junior footwear was sent re- 
cently to dealers throughout the coun- 
try by J. Edwards & Co., leading manu- 
facturers of children’s.shoes. Capitaliz- 
ing on Canada’s much-publicized Stork 
Derby and a recent news story appear- 
ing in the Philadelphia Evening Public 
Ledger, Edwards’ broadside stresses the 
fact that the 900,000 babies born in 
the United States during the past year 
are all potential customers for Edwards’ 
dealers. Edwards’ message, together 
with the actual news notice from the 
Evening Public Ledger, are reproduced 
under a facsimile of the Ledger’s mast- 
head. For an interesting tie-in with 
the day’s news, for attention - getting 
value, for fine typography and excellent 
cartooning, and for the straightfor- 
wardness of the advertiser’s message, 
the piece is “tops” in direct mail ad- 
vertising. 


Curtis Shoe Moves Sales Office 


PHILADELPHIA, PA.—The local office 
of the Curtis Shoe Company, Inc., in 
charge of H. R. Levy, has been moved 
from Room 409 in the Central Trust 
Building, at 4th and Market Streets, to 
larger quarters in Room 509 in the 
same building. 
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BOSTON, 





WHERE STRENGTH AND 
STURDY CONSTRUCTION 
ARE ESSENTIAL .. . 


Experienced manufacturers and retailers 
know the importance of strength and rigid- 
ity in shank construction ond wood heel 
attaching. 


Based upon sound shoemaking principles, 
Unishank and W/C Wood Heel Screw 
Attaching combine to promote security to 
the finished shoe. These thoroughly tested 
methods add strength, increased durability, 
and comfort to the shoe throughout its life. 






UNITED SHOE MACHINERY CORPORATION 


MASSACHUSETTS 





When writing advertisers please mention Boot and Shoe Recorder 
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Bowling Shoes 











MEN’S and WOMEN’S 
BOWLING SHOES 
24 Styles in stock 
$1.60 to $3.10 
Write for folder 
ROVICK 
Theatrical Shoe Co. 
Manufacturers 


325 W. Madison St. 
Chicago, II1. 




















Ski Boots 


SAW YER'S 
SKI BOOTS 





R. J. Sawyer, lac., 2 $?., Freeport, Me. 








Men's Slippers 








FOR MEN ONLY! 
The Mondl Bootee 


with outside counter pockets. 

Sizes 6-12. 

Ne. 984 Brown side leather, 
sheepskin lined, oak 

heels hi, poe collar. 
3 ver ¥ 

Sizes eis 

No. 874 Brown suede, full 

8 lined, oak leather 

soles and rubber heels; 





2s. . 
Mond! Manufacturing Co. 


Oshkosh, Wis. 














E. E. Weller Co. Opens 
New York Office 


PROVIDENCE, R. I.—The E. E. Weller 
Company of Providence, manufacturers 
of shoe buckles and ornaments, has 
opened a New York office in the Mar- 
bridge Building, which they occupy to- 
gether with the American Stay Com- 
pany of Cambridge, Mass. P. R. Hot- 
tinger represents both firms. The Weller 
Company has a complete line of samples 
at this office which are accessible dur- 
ing office hours for stylists and shoe 
manufacturers. 
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Movies Tell Feature Shoe Story 








This interesting window display was used recently by the George Muse Company 
store in Atlanta, Ga. A motion picture projector was used to illustrate the features 
of the line of shoes shown in the window. 


One of the obvious advantages of the 
so-called “feature shoe” is that it has 
definite talking points, around which 
can be built an interesting story. In 
the above window of the George Muse 
Company store in Atlanta, Ga., this 
principle was utilized. 

In addition to the shoes themselves, 
the features of the window were the 
two skins, the display of the com- 
ponent parts of the shoe and a motion 
picture projector which put on a ten- 
minute show emphasizing the Thompson 
flexible, nailless feature, which is said 
to make breaking in unnecessary. 


The George Muse Clothing Company 
recently used a full page newspaper 
ad in brown and black, in the Atlanta 
Georgian to introduce the same line 
of shoes. The illustration, specially 
drawn and engraved; showed a cowboy 
riding a bucking bronco in brown. 
Below the illustration, on the left, was 
shown one of the new models, in brown, 
while on the right another model was 
illustrated, in black. The page created 
plenty of comment, both from cus- 
tomers and from shoe department 
managers. 





D. W. Coultas, who for a number 
of years conducted his own shoe buckle 
manufacturing business in Providence, 
has been associated with the E. E. 
Weller Company since May in charge 
of the St. Louis office in the Leather 
Trades Building. 





E-J Get Big Contract 
for CCC Shoes 


Enpicott, N. Y.—An army contract 
for 315,000 pairs of shoes to be worn 
in CCC camps was awarded to Endi- 
cott Johnson Corporation November 9, 
Charles F. Johnson, Jr., vice-president 
and general manager, announced. 

“These shoes will be manufactured 
in the George F. Tabernacle Factory 
in Binghamton,” Mr. Johnson said, 
“and this order will keep workers in 
that factory busy throughout the 
Winter until the first of April.” 

The bids on this contract were re- 
ceived at the Army Base in Boston. 
The shoes will be made of special re- 
tan leather manufactured by Endicott 
Johnson especially for wear in the 
CCC camps. 

Announcement of the order was re- 
ceived jubilantly by workers in the 
George F. Factory in Binghamton who 
are now assured of steady work 
throughout the Winter and early 
Spring. This is one of the largest 
government orders awarded to Endi- 





cott Johnson in some time, although 
many shoes for CCC camps have been 
made in the George F. Factory in the 
past few years. Army shoe inspectors 
have found the work to be of high 
quality. 


Tactful Selling Builds 
Hosiery Business 





Fatt River, Mass. — Tactful sales- 


manship has been a major factor in 
building a good hosiery business at the 
W. L. Douglas Shoe store, 29 South 
Main St., according to William F. 
Thayer, Jr., manager. 

When a pair of shoes is sold, the 
salesman takes the shoes to the wrap- 
ping counter, but instead of proceeding 
with the packaging, he quickly matches 
the shoe to hosiery, taking one shoe 
with the hosiery tucked inside back to 
the customer. The salesman suggests 
that the hosiery matches the shoe very 
well, that it is a ringless hose selling 
for 79 cents. 

In 60 per cent of all instances, a 
hosiery sale is made, customers fre- 
quently buying more than one pair. The 
big thing, according to Mr. Thayer, is 
not to ask the customer if he or she 
wishes any hosiery to match because 
the answer will be a negative one. 

Hosiery is always displayed attrac- 
tively both inside the store and in one 
or both of the front windows, with a 
showing of shoes. 
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deas to Attract 


Ideas 
ay Ideas 


Mother’s 
H Ideas 


osiery 





239 West 39th Street 





QUICK HELP FOR 
SHOE RETAILERS 


This is the first and only book of its kind; an en- 
pedia of practicable, workable ideas for the ale: 
experienced merchant. Not a theory in the book—a 
“rock bottom” facts. ...It is NOT just another shoe 
book, but offers the shoe merchant the best ideas from 
almost the entire retailing field for instant adaptation 


“2222 RETAILING IDEAS” 


Enables you to put ideas into action from the hour it reaches 
your hands. Concise, all ‘“‘meat,” it is ten 
books boiled down into one—a time-saver for 
the busy merchant, and a reminder of important 
CHAPTERS— 


Ideas for Shoe Selling, Display, Stock-keeping 

Advertising I fovo . “ 

Prize, Discount and Gift Ideas 
Miscellaneous 


ynmaoet = "> Ry 
anagement an onomy Ideas 
Merchandising Ideas 


ploy ee Ideas 
deas That Make Stores More Attractive 
deas That Attracted Christmas Crowds 
deas for piorchente Whe Get Together 


2222 ideas, seven for a cent; one used 
more than pays for the book 
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New York, N. Y. 







natural result. 


Matics sent on 


Here is a line that retails at the popular prices the great 
mass of men like to pay for their shoes. Nu-Matic Shoes 
are flexible, 100% nailless, correctly cushion the foot, 
and the Arch-Brace properly supports a weak arch and 
comforts the normal foot. Loyal repeat customers are a 


Catalog of men's and women's scientific patented Nu- 






THAT BUILDS AND 
HOLDS BUSINESS 








request. Beware of imitations. 


SALESMEN: CHOICE TERRITORIES OPEN. 


Exelusively manufactured by Rohn Nu-Matie Shoe Mfg. Company, 
512 W. Florida St., Milwaukee, Wis. 








Note the name on the arch-brace, 
visible to your custo 


therefore, a helpful selling feature. 


mer’s eye; 








Ko 











hi Mu ‘Malic 


CUSHIONED SHOES 








Demand for Patent and Suede 


Boston, Mass.—Significant of the in- 
terest in both suede calf and patent 
leather is the increased production re- 
ported by the John J. Riley Company 
of this city and Woburn, manufac- 
turers of both types of upper stock. 
This concern, headed by John J. Riley 
as president, and Thomas Riley as 
treasurer, has been operating at a high 
percentage of capacity for some time 
and looks forward to an even better 
business in the near future. 

This concern was organized twenty 
years ago and for some time operated 
as a japanning plant, but tanning 
equipment was added soon and the 
Riley line of patent leathers speedily 
became recognized not only in this 
country, but abroad as well. Last year 
the leather judges of the Brussels In- 
ternational Exposition awarded the 
company a bronze medal of honor. The 
company has been particularly success- 
ful with its line of colored patents— 
the range running from the darkest 
brown to the most delicate of pastels. 
The manufacture of suede calf is a 
comparatively recent venture, and the 
company expects to increase this part 
of its business next year. 


Walker Holds Formal Opening 


SoutH BEND, INpD.—A formal open- 
ing has been held for the Walker Shoe 
Store at 132 North Michigan Street, 





under the personal direction of the 
store’s owners, Charles C. Armstrong 
and Chester R. Shively. They are fea- 
turing shoes for the entire family, in- 
cluding corrective shoes for women and 
children. 





Completes 41 Years of 


Successful Selling 


St. JosEPH, Micu.—R. H. Hankinson, 
who, during the past 41 years has been 
one of the outstanding salesmen of 
Cooper, Wells & Company, hosiery 
manufacturers, retired with pension on 
August 1, 1936. 

Mr. Hankinson was born in Rock- 
ford, Illinois, December 1, 1866, where 
he was initiated into the hosiery busi- 
ness when he left high school at the 
age of 18, to work in one of Rockford’s 
knitting mills as a winding machine 
operator. From there he went to a 
silverplating factory, staying only a 
short time, and at the age of 17 re- 
turned to the hosiery business to work 
in the shipping room of another Rock- 
ford manufacturer. His diligence and 
ability were rewarded with numerous 
promotions, which finally carried him 
into the Kansas and Missouri territory 
as relief salesman. So satisfactory was 
his work that he remained in this ter- 
ritory until 1895. 

In June of that year he joined the 
sales force of Cooper, Wells & Company 
and for 41 years represented that com- 
pany in Missouri. During all these 


years his knowledge of hosiery plus his 
understanding of his customers’ prob- 
lems, won for him the confidence of all 
merchants in this territory, who looked 
upon him not as just another salesman, 
but as an authority on whom they 
could rely for counsel and advice. 

The high spot of his career was 
reached during the years when he per- 
sonally serviced more than 675 ac- 
counts. Because of failures, deaths and 
the depression this number had de- 
creased to about 350 at the time of his 
retirement. 

Of his retiring from the hosiery 
field, Mr. Hankinson says, “I have been 
an employee of Cooper, Wells & Com- 
pany for 41 years and feel that the best 
years of my life have been devoted to 
selling hosiery, a business which I 
grew up with and loved, but I now be- 
lieve that I should make room for the 
younger generation. It has been a 
great pleasure for me to work with 
such an aggressive organization as 
Cooper, Wells & Company, and much 
as I dislike to retire from the hosiery 
field, I feel that I am still a part of it 
and shall spend some of my time re- 
flecting on the good things of the past.” 

Today, as he nears 70 and takes life 
easy in Kansas City, where he plans 
to spend his remaining days, Mr. Hank- 
inson can look back on his work with 
real pride, knowing that his advice and 
guidance have been instrumental in 
the climb to prominence of many Mis- 
souri merchants. 
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LARGEST FLOOR STOCK 


Kinkendell 


BOOT Co. 
Omaha, Nebraska 


Exelusive Manufacturers 
Catalog on Request 











LARGEST 
BOOT STOCK 


in America 
Domestic and Imported 
For Immediate Delivery 


Men’s, Women’s, Children’s 












Alse Jodhpurs & Jodgores 


Complete Catalog 
R-7 on Request 


COLT CROMWELL CO. 
New York City 
524 Santa Fe Bidg. 
Dallas, Texas 


840 Se. Los Angeles St. 
Lee Angeles, Calif. 














Ship Strike Slows Shoe 
Shipments to Alaska 


SEATTLE, WASH.—Some idea of the 
loss to the shoe industry being wrought 
by the current cutting off of trade with 
Alaska, from the port of Seattle, the 
gateway and waterway to the North- 
land, through the waterfront and ship 
strike, may be gained in recent sta- 
tistics. Volume of business in the ship- 
ment of boots.and shoes from Seattle 
for increased populations of Alaska had 
more than doubled during the past year. 
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- Latest Creations from Paris 





Three of the latest creations by Enzel of Paris are, on the left, a sport shoe of bottle green 

buck, the top of which is black patent leather bordered by white calf. In the middle, a high- 

riding pump with toe and motifs of black patent leather. The stitching is of red, blue and 
green. The large bag is of black buck. 





Business in boots and shoes of more 
than twenty-two thousand dollars a 
month was represented in such ship- 
ments by water from Seattle. 

The Year Book for 1936 of the Port 
of Seattle showed that there were a 
volume of 51,210 pairs valued at $121,- 
737 shipped during the year that ended 
June 30, 1935. At the office of the Port 
of Seattle this week, the correspondent 
of Boor AND SHOE RECORDER tallied 
figures with the traffic manager, which 
showed that during the period since 
that date to June 30 of this year, the 
figures had grown to 77 tons shipped 
during the year, with a valuation of 
$268,302 for the past year’s cargoes. 

Hope, however, is entertained in Seat- 
tle for the early settlement of the strike 
and the resumption of shoe shipments 
to Matanuska colonists, gold miners 
and the increasing populations of the 
Alaskan cities. 


Max Meisner and George 
Jacques Move 


DETROIT, MicH. — Max Meisner, of 
Detroit, representing Rogers Bros. Shoe 
Co., of Boston, and George E. Jacques, 
representing William F. Mayo Rubber 
Co., have moved from 604 Empire 
Building to 509 Empire Building, De- 
troit, Mich., where they have more com- 
modious quarters. They have office 
hours Sunday and Monday evenings of 
each week. 


S. Eiger New Kline Manager 


KALAMAZOO, MicH. — Sidney Eiger, 
formerly with Kline’s store of Youngs- 
town, Ohio, is now in charge of the new 
enlarged shoe department at Kline’s 
store in Kalamazoo. 


What's New 
New Non-Skid Sole 


CHELSEA, Mass. — The Panther- 
Panco Rubber Co., Inc., of this city, 
announces that production is well un- 
der way on its new non-skid composi- 
tion sole, approximately 5000 pairs 
having been sold to date. This sole 
and its accompanying heel are designed 
for use on shoes which must give un- 
usualiy good service such as policemen’s 
footwear, mail carriers’ shoes, etc. 

As the name indicates, these soles are 
made with a corded construction, the 
cords being buried in pure gum rubber. 
An interesting construction detail is 
that the cords, instead of being short 
individual pieces, running in a straight 
line from the sole bottom to the top of 
the sole, are curved at the top. A cross 
section view, instead of straight cords, 
would show a U-shape near the top of 
the sole, the claim of the company be- 
ing that this prevents the cords from 
soaking up and transmitting moisture 
to the innersole because there are no 
free ends at the top part of the sole—- 
moisture reaching the U-bend in the 
cords and being unable to go farther. 

Both black and brown colors are 
made—both claimed to be waterproof 
and extremely durable—the black being 
“non-marking.” 





Improved Embossing Methods 


PEABODY, Mass.—New models of em- 
bossing machines, which employ hy- 
draulic pressure for the embossing of 
grains on leather, are being set up here, 
and it’s expected that improvement will 
follow in the embossing of leather for 
shoes. 
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Progressive firms in almost every 


creased volume through the 


COMMERCIAL FACTORS CORPORATION 
TWO PARE AVENUE, NEW YORE 


field are able to finance in- 


use of commercial factoring. 


COMMERCIAL 
FACTORING 














Canadian Production Up 


MONTREAL, CANADA. — Statistics of 
the production of leather footwear in 
Canada in September, 1936, are based 
on returns from 225 factories out of a 
total of 227 factories in operation dur- 
ing the month. The factories furnish- 
ing returns are located by provinces, as 
follows: Nova Scotia, 2; New Bruns- 
wick, 3; Quebec, 135; Ontario, 72; Man- 
itoba, 6; Alberta, 1; and British Col- 
umbia, 6. 

The total number of pairs of leather 
footwear manufactured during the 
month of September was 2,106,081, an 
increase over the preceding month of 
103,186 pairs, or 5 per cent, and an 
increase over September, 1935, of 123,- 
630 pairs, or 6 per cent. This is the 
first month since April to record an 
increase over the corresponding month 
of 1935. 

The output of the factories during 
the nine months ended September 30, 
1936, amounted to 16,817,638 pairs, 
compared with 16,528,838 pairs in the 
corresponding period of 1935. Foot- 
wear made in sizes for women and 
footwear made in sizes for misses and 
children are the two items which con- 
tribute to the increase in total produc- 
tion, smaller pairage being recorded 
for each of the other classifications 
of size. 


Teachers' Convention 
Boosts Sales 


Des MoINeEs, Iowa — Shoe business 
reached seasonal tops here recently 
when the influx of 9000 school teachers 
for the annual State Teachers’ Conven- 
tion, most of them being women, left 
retailers’ stocks depleted. 

Noticed everywhere was the marked 
return of the mood of “being easy to 
please.” Dealers reported that the in- 
crease of the shoe sales over that of 
last year’s convention varied from a 
20 per cent increase to triple that of 
last year. 

Health shoes and those high-styled, 
got a good play, with the latter favored 
a bit, according to the reports. As for 
materials, it was mostly suedes and 
gabardines, in the blacks and browns. 


Biggest Boot in the World 


HOLLISTON, Mass.—This huge boot, 
said to be the largest boot in the world, 
stands 7 feet, 6 inches high and mea- 
sures 5 feet, 4.inches in length at the 
sole. Its proportions are perfect in 
every way, and in regular shoe size 
measurements this giant would measure 
up a size 168. 


In the above photograph, Jack, the Giant 

Killer, is impersonated by the grandson of 

A. A. Williams, president of the Safety First 
Shoe Company. 


In making this custom boot the last 
maker’s bill was $120.43. The patterns 
cost $26, additional forms cost $125, 
and by the time the work was finished 
the labor amounted to a little under 
$150. On the other hand, leather mer- 
chants and tanners should delight in 
the prospect of shoeing a race of giants, 
for 90 feet of upper leather were con- 
sumed besides 65 pounds of sole leather. 

The big boot is the property of the 
Safety First Shoe Company, Holliston, 
pioneer manufacturers of industrial 
shoes with steel’ box toes, a feature 
which has now become nationally ac- 
cepted by industry as a very valuable 
factor in preventing serious and costly 
toe and foot injuries. These shoes are 


exhibited at all of the important safety 
conventions, including the annual Safe- 
ty Congress Expositions sponsored by 
the National Safety Council. Accom- 
panying the new line of Safety First 
Shoes, both attracted wide attention at 
the recent Safety Congress at Atlantic 
City, New Jersey. 

The big boot travels to these con- 
ventions in a large crate of special con- 
struction which gives the freight hand- 
lers a box of 800 pounds weight to 
handle. 


New Provo Store Opened 


Provo, UtaH—The Firmage Depart- 
ment Store recently opened in Provo, 
Utah, with one of the finest shoe de- 
partments in the city. Men’s, women’s 
and children’s shoes are carried. Novel, 
to the people of Provo, is the large X- 
ray machine in this department, the 
only one in the city. All advertise- 
ments of the shoe department mention 
this machine. 

The color scheme is carried out in 
buff and brown. A thick rug runs the 
entire length and width of the floor. 
Instead of being cut out where fixtures 
at the back are installed, the fixtures 
are placed on the rug. This eliminates 
the unsightly appearance of dirt that 
somehow will get into the sections 
where the rug terminates. Then, too, 
if later it is deemed wise to move the 
fixtures to different positions or further 
back there is no awkward spaces left 
that have to be covered with something 
else. 


Jack W. Dudley 


NEWARK, N. J.—Jack W. Dudley, 
well known among the older shoe 
travelers and shoe retailers and one 
of the best liked members of the shoe 
trade of his generation, died Sunday 
last, at his home in Newark, aged 69 
years. He had been connected at vari- 
ous times with Thomas G. Plant Co., 
Smaltz-Goodwin Co. and J. L. Somers 
Mfg. Co., his service as a shoe sales- 
man continuing for more than a quar- 
ter of a century. Masonic services 
were held on Tuesday evening and the 
funeral was held on Wednesday at 
East Orange. 
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CHRISTMAS 
DISPLAYS 


The backgrounds of both ticket 
and card are snowy white, with 
a colorful scotty design in red, 
gold, and black. 
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CARD HOLDERS 


Two styles available: Natural 
wood finish as illustrated above; 
or oval base-burnished gold— 
three color trim. These modern- 
istic holders take any size card, 
and harmonize with the finest 
window display fixtures. 


Supplied with annual services. 















































And Tickets 
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Stimulate Your Holiday Business 





With Appropriate Show Cards 


DISPLAY CARD SAMPLES, HARMONIZING TICKETS 
and SELLING MESSAGES SENT ON REQUEST 


14 snappy and informative selling messages 
each month for men's, women's, children's shoes, 


women's hosiery, store service, fitting, quality, styles. 


Single cards, 60c each—without text, 35¢ each 


ATTRACTIVE HAND LETTERED PRICE TICKETS 


In popular denominations and blank. Samples of in-stock 


tickets available. 


WITHOUT STORE NAME: 6 dozen, $1.10—12 dozen, $2.00 


WITH STORE NAME: 


MERCHANDISING AIDS 


Polly Cli 
Pouy Cu p for Price Tichets—Addjustable— 


: Tilt at any angle. Bronze for 
for Price Tickets dark leathers. Nickel-plated to 


avoid rust effects from white 
leather tannage. 


Polly Shoe Holder 
To display arch, branded, and 
fibre-sole shoes. Always re- 
mains in upright position. 
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Recorder Stock Record 
’ Tickets 
for shoe cartons. Cyclone clips 
included: 


ey 


100 tickets, $3.00—200, $5.00 
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FEATURE POINTERS 


precisely point out in-built values. These 
ARROWS are obtainable in two combina- 
tions: corn with green border, or buff 
green border. Choice of forty selling phrases, 
or blanks. 


12 dozen (printed or blank) 























(Cross out 


SPECIAL: 


Combination of one gross Polly 
Clips and one gross Arrows, only 


SERVICE 


ANNUAL DISPLAY CARD 
SERVICE INCLUDES 


EXCLUSIVE FRANCHISE with annual card service to one merchant in an 
average size town, suburb or city shopping center. 

STORE WINDOW BULLETIN supplies merchandising and display suggestions 
each month. 

SPECIAL CARDS, with wording as wanted; or, duplicate stock cards for your 
other window—gratis. 

EXCHANGE OF CARDS: Annual card service subscribers may exchange any 


cards received for others of the current month, whose text better covers 
their merchandising program. 


PRICE TICKETS: Blank tickets, harmonizing with the current month's cards, 
supplied free. 


IMPRINTED PRICE TICKETS with prices as wanted, to ‘anes well blended 
trim, are 35¢ per fifty, additional. 


SHOW CARD 


lines not carried.) We wish IMPRINTED TICKETS @ 35¢ per fifty, in following 


quantities and denominations: 


SOREN —SSESSS——SSSSSSSSSSSS== 


OWNER Se 
0 eee eed 
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We sell Men’s, Women’s, Children’s Shoes and Women’s Hosiery. 


For 
for 





SERVICE | MONTHLY Tickers 





subscribers 


Ne. |! 100 





ANNUAL 


- per year, payable 
additional 





SF atace ++. per month. 
cash In advance, full year’s 
card holders. 


foreign 


Ne. 3 


month 
each month’s service deliv- 





banks, or include exchange. 
If for any unforeseen reason 
we wish to discontinue ser- 
vice before expiration of or- 
der, we agree to pay $1.00 
ered, and agree to return the 


For this service we will pay 
must be drawn on U. S. 


De acace 
service, 5% discount. Checks 


from 


$5.00 

Ne. 2 4.00 100 
3.00 
2.25 


per 




















FOR 











MERCHANTS SERVICE DEPARTMENT 


FOR ITSELF «- IN = y 
INCREASED BUSINESS 7 ae & ia 
»CCOV LU 


/Miecl (ov fort Now! 209 S:STATE ST: CHICAGO-ILL: 




















45 


. IMPRINTED 


..-, consisting of 
at 35¢ per fifty, 


...- Card holders (with 


the first month’s service), 











additional. 





for Card Service 


i 


X-4 orange sunburst on 
silver board. 
Christmas designs . . . red and green on white background. aa appli pad 


Black prices. brown bar—orange 
Size: 114” x 2%"°—Prices on opposite page. 


When writing advertisers please mention Boot and Shoe Recorder 


beginning with NOVEMBER, 
continuing monthly for one 
blank tickets each month, 


TICKETS, 


Please enter our order for the 
year, 


Recorder “‘Selling Messages,” 
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and Want td 





SALESMAN WANTED 


SALESMEN WANTED 


POSITION WANTED 





ALESMAN wanted—for a factory makin 

Growing Girls’ and Misses’ McKays, yer a 
can Welts, Stitchdowns and prewelts. Strictl 
commission basis. No side line men wanted. 
Address E-988, care Boot & Shoe Recorder, 239 
West 39th Street, New York, N. Y. 





ANTED: Retail salesmen to carry a short 
line of Infants’ Flexible Stitchdowns, 4/8 
sizes, to retail at $1.00 or less. Sold direct from 
the factory in twelve pair lots. Good territories 
open. ‘Address—Featherweight Line. Address 
-105, care Boot & Shoe Recorder, 239 West 39th 
Street, New York, N. Y. 





Salesmen Wanted 


Territories open for five high- 
caliber, experienced men to sell 
nationally advertised line of 
stylish arch shoes retailing at 
$5.00. Please state age, experi- 
ence and present connection in 
first letter. 
All replies confidential. 


Box F 116, Care 
BOOT AND SHOE RECORDER 
1627 Locust Street 
St. Louis, Missouri 











OR California; Indiana & Ohio; Wisconsin; 

Iowa & Nebraska, and Carolinas to sell fast 
styled, fast selling line of In Stock Women’s 
Novelty Footwear. Line established from coast 
to coast. Offers live wire salesmen opportunity 
for good earnings. When applying state age and 
record of road selling experience. Address 
Shu-Stiles, Inc., 1214 Washington Ave., St. 

is, Mo. 





GALESMEN— Experienced only, to cover terri- 
tories of South Carolina, Tennessee, Ohio 
State, Pennsylvania, New York State and North 
Carolina. To carry popular priced complete line 
of Women’s Novelties, Men’s Shoes and Rubber 
Footwear, case lot proposition only. Excellent 
opportunity to make real money. Straight com- 
mission basis only. In applying ve references, 
age and previons experience. ddress F-127, 
care Boot & Shoe Recorder, 239 West 39th Street, 
New York, N. Y. 





ALESMEN WANTED: A large well known 

wholesale house specializing in $2-$3-$4 re- 
tailers of novelties, sport oxfords and arch 
shoes is open for live wire salesmen who have 
had experience in following territories: Arkan- 
sas and Tennessee, Mississippi and Alabama 
Iowa and Nebraska, Michigan, Minnesota, and 
Wisconsin. Established business in these states 
but looking for real men as we want to in- 
crease our volume. Commission basis only, pay- 
abie weskiy, until proven deserving of drawing 
account. In reply give references, age, past con- 
nections and volume of business done in terri- 
tory for which you are applying. Address F-119, 
care Boot & Shoe Recorder, 1627 Locust St., 
St. Louis, Mo. 





South Eastern Salesman 


Wanted man to carry nationally known line 
of children’s and growing girls’ shoes in Sout 
Eastern States. Straight commission. No 
objection to non-conflicting side line. 


Write F117, Care 
BOOT & SHOE RECORDER 
209 South State St., Chicago, Ill. 











ANTED:—For Pennsylvania West of DuBois 

and Johnstown, experienced salesman with 
established business for strong general line of 
shoes and rubbers. Write Hurd Shoe Co., Inc., 
Utica, New York, stating age, lines carried, 
shipments for last two years and give two refer- 
ences, 





SALESMEN wanted who are interested in 

making money and who want a permanent 
connection to sell In Stock, fast styled, fast 
selling, line of Women’s Novelty Footwear in 
some choice territories with established business. 
When applying give road selling experience, 
references and age. Address Shu-Stiles, Inc., 
1214 Washington Ave., St. Louis, Mo. 





EXPERIENCED SHOE SALESMEN, by old- 
established, largest wholesale shoe house in 
the Middle-West, to sell shoes on commission 
basis; complete line of men’s, women’s, misses’, 
and children’s shoes; staples and novelties; de- 
liveries from stock, Only applications from 
those having a car and a substantial established 
following will be considered; one salesman de- 
sired for Florida and Georgia, another for North 
and South Carolina, and one for Michigan. 
Send snapshot and full details first letter, in- 
cluding references. THE CHARLES MEIS 
SHOE COMPANY, CINCINNATI, OHIO 





POSITION WANTED 











High grade chain shoe store man, 
19 years’ experience as manager 
and buyer, mainly in 5th Avenue, 
Broadway, 34th Street and 42nd 
Street area, New York, but willing 
to go anywhere, is available for 
any position offering opportunities 
commensurate with his ability. 
Pleasing sales personality, studied 
business, marketing .and merchan- 
dising at Columbia University. 
Last managerial position in charge 
three quarter million dollar ven- 


ture. 
Address F125, Care 
BOOT & SHOE RECORDER, 
239 West 39th Street 








New York, N. Y. 








BUYER, Dept. Mgr., splendid sales record, 

competent, window display, sales promotion, 
advertising and stock control. Experience in- 
cludes successful store management for largest 
shoe chain, now employed as shoe buyer and 
dept. mgr. in small town store of nation wide 
dry goods chain, desires change, permanent 
position preferably larger city. Go 
ave excellent reterences. Age 32. Address 
F-121, care Boot & Shoe Recorder, 239 West 
39th St., New York, N. Y. 


GIVE your store a new deal—Shoeman, 35 
years, married. Capable manager, window 
trimmer and backgrounds that bring them in. 
Go anywhere. Now eaplayed. Salary $40. Ad- 
dress F-122, care Boot Shoe Recorder, 239 
West 39th St., New York, N. Y. 








LINE WANTED. 


SOLD Men’s shoes for 16 years to best retailers 
and department stores in New York and 
vicinity, desires connection with reliable factory. 


Baff, 300 East 204th St., Bronx, N. Y 


ALESMAN, thirty-five years of age, can 

cover New York territory—know this market 
thoroughly—desires to make connection with re- 
ponsibl ifacturer of Men’s, Boys’ or 
Misses’ and Children’s shoes. Can furnish ex- 
cellent reference. Address F-123, care Boot 
Shoe Recorder, 239 West 39th Street, New 
York, N. Y. 


WANTED popular priced line of ladies’ or 
men’s shoes to sell chain stores and jobbers. 
Have had long experience and can supply best of 
references. ddress F-120, care Boot & Shoe 
Recorder, 140 Federal St., Boston, Mass. 


FOR SALE 


For SALE—A family shoe store established 
for twenty years, in Shamokin, Penna. A 
lease still for several years at a reasonable rental. 
Entire store equipment including shelves, carpet, 
register, chairs on both street and basement 
floor, for sale very reasonable. Merchandise will 
be moved out unless purchaser is interested in 
buying all or part cf the remaining stock. If 
interested please write to 11 North Third Street, 
Harrisburg, Penna. 


HELP WANTED 


ASST. SHOE BUYER—Style minded young 
man to assist in buying high grade ladies’ 
shoes for small chain. Must be versed in stock 
control system. Address F-118, care Boot & 
Shoe Recorder, 239 West 39th Street, New York, 





























WINDOW TRIMMER 


FREE lance Window Trimmer—Put punch into 
your windows. I’m doing a swell job for 
merchants in the metropolitan area. I can work 
wonders with your windows, too. Address F-124, 
care Boot & Shoe Recorder, 239 West 39th 
St., New York, N. Y. 








mum charge, 7. 
address should be counted. 





CLASSIFIED ADVERTISING RATES 


The rate for “Position and Lines Wanted” advertisements is 4 cents per word for all undisplayed advertisements. Mini- 
5 cents. For all other classified advertisements the rate is 
When a box number is desired twelve words should be added for the address. 


The rate for all display classified advertisements is $5.00 an inch with a maximum of 45 words. 


Classified advertising is payable in advance. 
ee? Advertisements for this page must be in our New York office on Friday of the week preceding publication. “Spf 


7 cents per word. Minimum charge, $1.25. 
In all other cases each word of the 
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MERCHANTS’ NEEDS 


MERCHANTS’ NEEDS 





MERCHANTS’ NEEDS 








dated January 21, » for shoe Re-Shaping Device 


Patent they are 
use of the infringing appliances. 


using such infringing devices. 


ROOM 1811, 209 S. STATE STREET 





PATENT WARNING NOTICE 


We desire to age al retail stores that we are the owner of United States Letters Patent Number 2,028,321, 


It has been tek A our attention that various retail shoe stores have been h i 

which constitute an infringement upon the aforesaid Letters Patent, and the purpose of mh Sine is to notify 
all retail shoe stores that by purchasing or using shoe re-shaping appliances which infringe the aforesaid Letters 
rendering themselves liable to us 
ent and an accounting for the damages we have sustained and the profits they have made by reason of their 


We intend to vigorously prosecute all manufacturers or retail shoe stores manufacturing or using shoe re-shaping 
appliances which infringe our said patent, and we warn the trade against incurring liability by purchasing or 


DUNDE SHOE RESHAPING DEVICES, INC. 


appliances 





for infringement of the aforesaid Letters Pat- 


CHICAGO, ILLINOIS 











WANTED TO PURCHASE 








SHOE STOCKS BOUGHT 
Complete or Part 
Wholesale or Retail 


BARIS SHOE COMPANY, Inc. 
79-81 READE STREET, NEW YORK, N. Y. 
Telephone WORTH 2-5180, 5181 








WE BUY 
Entire or Surplus Wholesale and Retail 
Stocks. Also Branded Shoes such as 
Walk-Over, Florsheim, Enna-Jettick, Vital- 
ity, Arch Preserver, Queen Quality, Bos- 
tonians, Stetson, Red Cross, Nunn Bush, Etc. 


IRVIN | RUBIN 


89 Reade’ St. Cor. “Church 
Phone Barclay 7-7887 New York City 








Buyers of Surplus Stocks 
trot? ltt buy surplus or entire stacks of shees 
QUANTITY NO OBJECT 
KIRSCH-BLACHER CO., Inc. 


106 Duane St. New York 
Phone WOrth 2-5377 and 5378 














A Tribute to Charles Miller 


New York—The death of Charles 
Miller, 42, secretary of I. Miller & 
Sons, Inc., met with universal expres- 
sions of grief on the part of the indus- 
try. The B’Nai Jeshuran Temple in 
New York was filled to overflowing, 
necessitating the opening of the com- 
munity house; and the crowd outside 
the temple filled the streets so that no 
traffic could pass by. Shoe men from 
all parts of the country attended, some 
coming by airplane from far distances. 

The casket was draped with the 
American flag, for Charles Miller was 
a veteran of the World War, in which 
he volunteered for service, serving with 
the famous “Lost Battalion” of the 
77th Division. Following the services, 
the funeral cortege was given a spe- 
cial permit to cross the upper ramp of 
the Queensboro Bridge, necessitating 
a change in the traffic regulations—an 
honor paid to the late Charles Miller 
by the Long Island City police. The 
cortege passed slowly before several 
thousand shoe workers from Long 
Island City and Brooklyn, who had 
gathered outside of the I. Miller fac- 
tory to pay final respects to their 
young boss, leader and friend. 

At the cemetery, some 500 persons 








INCREASE 
YOUR 


SALES 
with 
scientific 
shoe 

fitting 


THE BRANNOCK DEVICE 


Builds Sales - Saves Time - Simple - Accurate 
Arch Length - Toe Length - Width - ALL at onee. 
Our —_ of adjustments owing to mis- 
fits has been materially and we feel that 
& percentage by credit & = the Brannock De- 
vice. H. Fyfe & Company. 
Hundreds of dealers are yh... sales and build- 
ing a reputation for expert fitting with the 


Brannock, 

Write fer Descriptive Folder 
and list of shoe factories offering Brannock Devices 
at special cooperative price. 


THE BRANNOCK DEVICE CO. 


SYRACUSE. N. Y. 





a a lias 















remained uncovered while taps were 
sounded and the squad of soldiers fired 
the final salute. The body was placed 
in the mausoleum of the Miller family, 
which significantly bore the epitaph: 
“Revered Leader of Men. Reverent 
Servant of God.” 

The board of directors of the Shoe 
Manufacturers Board of Trade of 
N. Y., Inc., adopted the following reso- 
lution: 

“The death of our dear friend and 
fellow-member, Charles Miller, has 
brought deep sorrow to all of us, and 
to the whole shoe world, where he was 
an esteemed and honored leader. 

“The suddenness of his passing was 
overwhelming. At the Guild showing 
last Thursday and Friday, we all saw 
and talked with him; we took pleasure 
in the genial warmth of his friendli- 
ness, and found courage in his buoy- 
ant hopes for the future. Scarcely 
twenty-four hours later, the sad news 
reached us. 

“The work of Charles Miller’s life 
was far from completed when death 
brought it to an end, receiving from 
his father, the late beloved Israel 
Miller, the high tradition of excellence 
in shoe manufacturing; carrying this 
tradition to new heights, together with 
his brothers, George, Michael, Maurice 
and Irving, he had the right to look 
forward to many years of usefulness 
in the service of his splendid company, 













PREVENT LOST SALES! 


On your hard to fit 


customers. 


Write for full par- 
ticulars and our 
special combination 
offer. 


Republic Bldg. 
209 So. State St. 
Chicago, Illinois 














BUSINESS OPPORTUNITY 











YOU CAN HAVE A BUSINESS PRO- 
FESSION OF YOUR OWN and earn big 
income in service fees. A new system of 
foot correction; readily learned by any 
one at home in a few weeks, Easy terms 
for training; openings everywhere with 
all the trade you can attend to. No capi- 
tal required or goods to buy; no agency 
or soliciting. Established 1894. Address 
Stephenson Laboratory, 21 Back Bay, 
Boston, Mass. 











I. Miller & Sons, Inc., of Long Island 
City. That right has now been taken 
from him by an inscrutable Providence, 
and in sorrowful resignation, we bow 
to a Will that rules the lives of all. 

“To his widow and their son, to hig 
sister and his brothers, we extend our 
sympathy in this great bereavement.” 

The Shoe Club of New York re- 
solved: 

“The officers and members of the 
Shoe Club are deeply affected by the 
sudden passing of their loyal member 
and staunch friend, Charles Miller. 
The shoe industry suffers the loss of 
one of its valued leaders. We extend 
our deep sympathy to his wife and 
child, his sister and brothers in this 
hour of their bereavement.” 





Edward Herman 


BALTIMORE, Mp. — Edward Herman, 
retail shoe merchant of this city, died 
following a brief illness. He had con- 
ducted a retail shoe establishment for 
many years at 1055 South Charles 
Street. Funeral was held from his late 
residence, 3704 Spaulding Avenue, and 
interment was in Oheb Shalom Ceme- 
tery. Mr. Herman is survived by his 
widow, Mrs. Mollie Herman, a brother 

and five sisters. 
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Hosiery Stock Control 


[CONTINUED FROM PAGE 45] 


A marker of another color may indi- 
cate that even though the minimum has 
been reached, because of the season or 
for some other reason, an order may be 
deferred until a future date. In that 
event the date on which order must be 
placed is shown by the marker on the 
date line. 

If a black signal is used it is to show 
that the particular merchandise in ques- 
tion is to be discontinued as a regular 
feature. However, as long as there is 
any of the stock on hand it is listed 
in the stock record files. 

To the buyer and merchandise man- 
ager this system of stock control is of 
great assistance. A drawer is opened 
and the complete status of any wanted 
line is right before them. It eliminates 
the uncertainty of guess work as to 
whether or not a certain item is a sat- 
isfactory line to handle. Here is a 
picture of just what has been done with 
the specific hosiery under consideration, 
—the amount of inventory, of reorders, 
of sales. It may have SEEMED to be 
a good item but the records show that 
it was not so satisfactory. 

Another line which has had no spec- 
tacular volume at any one time may 
show up so that because of the steady 
constant demand for it it is something 
worth following up. The uncertainty 
is eliminated from any item in stock, 
and the actual rate at which it is mov- 
ing is shown in plain figures. 

There is a seasonal element to be 
considered in the volume of stock to be 
kept on hand, and this is more easily 
met now that all records are on a card. 
While the minimum of each size, color 
and kind is clearly indicated, there are 
times when this minimum may be 
greatly reduced and thus once more an 
opportunity to release capital is made. 
As has been stated, a special marker 
indicated when it is advisable to reduce 
the minimum and when return to it. 

Because the record system has been 
planned to cover a period of several 
years, the buyer has a guide before her 
as to what to prepare for each month 
or season. She knows what stock was 
sold for the corresponding month of a 
year or two years previous, and when 
to expect that business will be increased 
or decreased. All this information is 
of great value in determining what 
stock to keep on hand in order to meet 
the requirements of the trade and yet 
not overbuy. It is possible to keep far 
enough ahead with a complete assort- 
ment of wanted colors and sizes so that 
it will not be necessary to apologize to 
customers because what they are ask- 
ing for is not available. 

And thus through a practical stock 
control system Burdine’s is able to sat- 
isfy their customers by having on hand 
the merchandise that is called for and 
can afford to offer it at a price the 
public is willing to pay. The turnover 
is better, percentage of markdowns less, 
and stock greatly reduced. 
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# Buying Guide 


BOOTS AND SHOES 


BARIS SHOE COMPANY, New York City...... 2... ........0.. es an 
BROOKS SHOE MFG. CO., Philadelphia, Pa. .................. PORE Rates WR Nee 54 
CAMBRIDGE RUBBER COMPANY, Cambridge, Mass. ...................... Back Cover 
CLAPP, EDWIN, & SONS, INC., E. Weymouth, Mass............. 060 cece cence eee 52 
eee PTA GNEN OHO TOP COU i co's oc cece ne etscccicdssceccsscgeeecsecces 58 
Ceres ae ee Beers GOA, S. Braintree; Mais. 6 oe ec cere ees eee 58 
CHADD OGHTEmRY ©O., Lynchburg, Vai... 2. eli ck cc cee cee cec cs ee cnet the 14 
ne Pee  “MGchester, IN, Vd....6 0 oss ccc ccvcesccctecsescceccsivecen 54 
ENDICOTI-JOHNoow CORP., Endicott, N. Y......... 0... c cc ccc ccc c reece erecaen 4,5 
Par OSD. CONIC OO: Hs. bbs cece tease csoteeccressveieceee 16 
FREEMAN SHOE CORPORATION, Beloit, Wis.............0cccee cece cece eeeeeees 18 
GREEN, DANIEL, COMPANY, Dolgeville, N. Y...............0 0c ccc cee ee ene 2nd Cover 
PEP UNMIS WV TORTOWI, (WNOOEss-5 onc) s ccs ccc cece cv ceceeennecueeeeces 38, 39 
TE TE, en ee UI BOs, POPE WVOFIN,: TOMES..0.6.. .o5.0c scons iecacbcccesccvecse > 
EEE rae OUR? WIESE NS: LIU: INO... oo ok cs ccc ec vec dedseGcb acc sac esule 43 
pC OE See Crane, MI 5. ook ois ste cesses cdepdinvence cosines cap 58 
KRIPPENDORF-DITTMANN CO., Cincinnati, O.........0.00. 0. cece eee eee teen ees 13 
PP ONRIR, ia? WU cg MP, 0 rey TMI TE) Vc5 5 5 o's ois eve coe se ob 60's bee nveewdudigny 37 
MISHAWAKA RUBBER & WOOLEN MFG. CO., Mishawaka, Ind................05. 7 
pee nT I UI OURS eS of vd ive ccecowwed so sin dd owueiwamede ade ts 56 
MRS. DAY'S IDEAL BABY SHOE CO., Danvers, Mass............ 0.0000 ccc eeeeeees 52 
I NIE OR is Sighs 5 o Fo Wire ew dheiene Ue gd eres oersaunielobaendaeeieeiee 54 
Puree, menmen.en tne, amon Ge, St Louis, Mo... occ. cds ccandiee cache cede metres 45 
Pree Bete ls GO,  Wederbbe Wie... occ cc cece cece sce’ 57 
ROVICK THEATRICAL SHOE CO., Chicago, Ill..........5 0.02. cece cece eee ee 56 
DY tg ee ME  TOMIOPT, PAB gino ecco ccc ve eheaese atch vous ¥eda¥scnee'’s 56 
SCHWARTZ & HERDER, INC., Philadelphia, Pa. ............ 00. cc cee eee eee eens 54 
VAUGHAN-TOWLE CO., Wakefield, Mass. ..........cccc ccc ccc ec ccc ee seeeeeees 52 


LEATHER AND OTHER MATERIALS 
ALLIED KID CO., Boston and New York City...............0 ccc eee eee ser denen Cis) 


Pe I I ois oes bin bic wince pines siv'g'v bee iece seus conte actus 50 
Cn, ME GE, OR, AMOR ic lc sacle clesccuvetesccadectocevbecen 15 
DEWEY-ALMY CHEMICAL CO., Cambridge, Mass.................. 000 eeee Front Cover 
BNGUAIID WALTONE COX, Boston, Ma86. 6. ik icc cece cect cecen cece ces 49 
GOODYEAR TIRE & RUBBER CO., Akron, O.... 2.0... e eee ect eeeeee 31 
LAWRENCE, A. C., LEATHER CO., Peabody, Mass........... 2... 000 cee eee eee enone 48 
eee ee OP, PRINO POPE CIR, 06 6 las Sak ccd eb tenes con dlees cbitebes 2,3 
LIMA GORD SOLE & HEEL CO. Lima, O...05 0.5. b ice cece cec ceeds 3rd Cover 
eT UNNI Ct TUE I, Ses acces vic lacks Sou aalae PSs WING ee vee db 40 


STORE EQUIPMENT AND ACCESSORIES 


ADRIAN X-RAY SHOE FITTER, INC., Milwaukee, Wis............. 0. cece eee eee 52 
BRANNOCK DEVICE CO., Syracuse, N. Y........ 0. cece cece cee cee eect eeeetes 63 
DUNDE SHOE RESHAPING DEVICES, INC., Chicago, Illl............ 0c cece eee ees 63 
Pe Pas PINGING Wok dia aiticincs elec ds twct het ie bette deck sdoeeded aes 53 


MACHINERY, LASTS, MFRS.’ SUPPLIES, DRESSINGS, ETC. 


COMPO SHOE MACHINERY CORP., Boston, Mass........... 0000 ccc ece eee eens 10, 1 
BU PONT VISGOLOID: CG., ‘New York City... 5. cocci cet cece eee wed eeenes 8 
GT eee GLAST Comme eee CORIO Whee ain oan eas os Se aU eles oes lovee 32, 33 
UNITED SHOE MACHINERY CORP., Boston, Mass........... cee eceeeeeeeeseeee 6, 55 
MISCELLANEOUS 
BARIS SHOE COMPANY, New York City............. cece cece eee ener ues wp oh 63 
COMMERCIAL FACTORS CORP., New York City............ cece cece eee eee eees 59 
ee ee ESS ot, Ve eee te peer Eat en nae ane ee 12 
INE, ARN CE CID Sooo aoe suites 0 BU) aKedas Mice eed eesdiie. Jibae 63 
KIRSCH-BLACHER CO., INC., New York City........ 0. ccc cece cece e cence eee en ee 63 
STEPHENSON LABORATORY, Boston, Mass............000c cece cc eee cence eae 63 
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——- Vucnease 
YOUR SPRING BUSINESS 
VITALITY SHOES FOR MEN 





“ 














HE merchandising possibilities in Vitality’s 1937 
ta. line for men are accentuated by a price ad- 
justment which permits the lower priced shoes to be 
retailed profitably at $5.00 instead of $5.50. 





In the $5.00 line as well as in the $6.00 grade, there 
are many new styles and features, and as usual in stock 
in a wide range of widths and sizes. Vitapoise Shoes 
for men—priced to retail at $6.75—round out a splen- 
did line of truly fine shoes. 


Vitality Shoes for men are all leather quality—styled 
to the taste of discriminating men—over carefully 
selected lasts and patterns. Hence you will find in this 
line-up, a value, a fashion and correct fit. 


VITALITY SHOE COMPANY . ST. LOUIS, MO. 
Branch of International Shoe Company 


VITALITY 





MEN’S BOYS’ WOMEN’S CHILDREN’S 
AAA to G AtoE AAAAA to EEE Conpigte widths 
and sizes 
Sizes 4 to 14 Sizes 1 to6 eset piseepose $5 
$5, $6, $6.75 $4 and $4.50 styles $6.00 as ag 









VITALITY GROWING GIRLS AND THRIFT GRADE SHOES FOR WOMEN $5.00. VITAPOISE 
FEATURE SHOES FOR CHILDREN $3.00 TO $5.50, PRICED ACCORDING TO SIZE. 
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"BRULHeR ... 
Quadruple | Your Money Back +” 


” 


Men shy away from guarantees like that. It’s strange, though, that some shoe manufac- 
turers who wouldn't buy a nickle’s worth of rubber bands from the gent above, will buy fly-by- 
night shoe cement. COMPO Cement, developed by du Pont after 30 years’ experimenting in joining 
leather with adhesives, can be depended upon: it stands guard between the manufacturer, 
his retailers, and the merciless attack of ‘‘returns.’’ Back of it is a service of years, and of 


millidns of pairs of the best cemented shoes. Insist that COMPO Cement be 
used in your footwear. Compo Shoe Machinery Corporation, Boston, Mass. ad iP 


Over 40,000,000 pairs of COMPO Shoes have been made in 1936 


When writing advertisers please mention Boot and Shoe Recorder 
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but Spaulding Counters give her Happy Heels 
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Mrs. Arnold wears as many as four pairs of 
shoes in a day, but, house shoe or evening 
slipper, “My shoes must really fit and support 
my feet... otherwise I simply couldn’t keep 
going and get all my work done.” 

























SPAULDING CouNTERs afe one reason why her 
shoes fit perfectly. Compactly knit of long-fibre 
hemp and flax, and moulded to precision on steel 





lasts, these counters are strong yet flexible; they 
spring back to shape after each step; they are 
extremely gentle to the foot. Naturally all 
women prefer shoes made with them. Here's 
the point: you'll make better-fitting, more com- 


fortable shoes if you use SPAULDING CouNTERs. 


* A survey made by the Household 
Economic Service of Chicago in 1933 
proved that a woman walks from 
3 to 8 miles a day in her own house. 





PAULDING 


Counters 


“Wnade in North Rochester, N. H. 


NO OTHER PART OF THE SHOE MEANS 
‘SO MUCH . . . AND COSTS SO LITTLE 











When writing advertisers please mention Boot and Shoe Recorder 


9—Men's Black Elk Blucher, grain 
insole, oak middlesole, Paracord 
outsole, rubber heel, nailed con- 
struction. Sizes 6/14. $1.50 


8—Same in Tan Elk. $1.50 


95—Men's Black Boarded Split 
Blucher, leather middlesole, com- 
position outsole, rubber heel, 
nailed construction. Sizes 6/11. 


$1.30 





220—Men's Heavy Brown Elk 
Blucher, full vamp, leather mid- 
dlesole, Paracord outsole, rubber 
heel, all leather, nailed construc- 
tion. Sizes 6/12. $1.90 


206—Men's Black Elk Blucher, 
grain inner, composition sole and 
tap rubber heel, iron heel rim, 
nailed construction. Sizes 6/12. 


$1.55 
203—Same in Cherry Elk. $1.55 



























AGAIN LABOR ELECTS 
ENDICOTT JOHNSON WORK SHOES 


Unanimously elected by millions of workers, farmers, and laborers 


aisle 
ENDICOT 


(> 


IN A 


Endicott Johnson's famous work shoes will make many new customers 


for your store—and steady customers too, for this footwear has at- 


tained a world-wide reputation which is well deserved. 


The great factories of Endicott Johnson have spent many years in 


the manufacture and perfection of these fine shoes—always improv- 


ing them—always studying the needs of workers in every industry. 


These requirements—long wear, foot protection, comfort, good 
workmanship and fit—are qualities found in every pair of Endicott 


Johnson Work Shoes—they're the reason why these work shoes are 


the biggest and fastest sellers of all. 


Order them now from In-Stock. 
















405—Boys' Black Elk Blucher, 
grain insole, composition sole and 
tap, leather we iron heel rim, 
nailed construction. Sizes 1/6. 

4 


$1.45 


405'4—Same in Little Gents’. 
Sizes 11/13. $1.32 


34—Boys’ Black Elk Blucher, grain 
insole, oak middlesole, no-mark 
outsole, rubber heel, nailed con- 
struction. Sizes 1/6. 


34!/4—Same in Little Gents’. Sizes 
9/13'/2. $1.27! 


104—Men's Black Elk Blucher, 
3% double oak sole, leather heel, 
grain insole, nailed construction. 


‘Sizes 6/14. $1.75 


129—Same in Tan Elk. $1.75 


1088—Men's Tan Elk Blucher, 
Caulk Welt, double oak sole, 
leather heel, Goodyear Welt 
construction. Sizes 6/12. $2.121/, 


1081—Same in Black Elk, Rubber 
Heel, Goodyear Welt construction. 


Sizes 6/12. $2.10 


ENDICOTT, NY xewse 


NEW YORK CITY 
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‘Black Colonial Patent in two new I. Miller Shoes,” 
it says in Vogue. «‘How welcome they are, how re- 
freshing, after a season of suede. Blessings on them 
and on Colonial Black Patent’ . . a combination 
which makes it possible for them to be as new and 


as interesting to smart women next spring as they 


are today. The ebon blackness of these I. Miller 


N. 


The OBERON 


6m. 














The BUCCANEER 


When writing advertisers please mention Boot and Shoe Recorder 
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I.MILLER... 


















_| VOGUE...... 


° Shoes is appealing when it is accented by a bril- 
liant Colonial finish that cannot fall. That’s what 
' a good patent does for a well-designed shoe. It ex- 
tends a shoe’s style life. Leading fashion sponsors 
are now specifying Colonial for their best patent 


leather styles, in black and in colors. Go Colonial 





Vogue, December Ist, featuring two 
shoes by I. Miller—The Oberon and 


Buccaneer in Colonial Black Patent. 








fos the Bett Patent Leathe Shoe 


When writing advertisers please mention Boot and Shoe Recorder 
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PEARL - ty Enna Yelliche 


Featured in Evans Rusy (black) Kin—and an outstanding seller in the Enna Jettick 
Welt line. Featured this fall in Good Housekeeping, Woman’s Home Companion 
and Harper’s Bazaar. Stock No. 026. Sizes 1 to 10. Widths AAAA to D and EEE. 
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THANKS TO ENNA JETTICKS AND EVANS KID 


It’s a moot question whether the automobile or uncomfortable shoes did the most to discourage the 
fine art of walking. But there is no question whatever that Enna Jettick has done much to revive it. 
Ever considerate of the human foot, as well as the current dicta of fashion, Enna Jettick is ever-so 
strong for Evans Kid. This renowned tannage is famous alike for its glove-snug comfort, its beautiful 
finish, its complete color penetration. Important, also, is the fact that volume production, with Evans 
Kid, duplicates in every detail the effects achieved in your pull-overs. Workability is the “secret,” 
known by every foreman in the shoe industry. Yes — walking is back in style again. And, with it, a 


sharp step-up in the demand for Evans quality Kid. John R. Evans & Company, Camden, New Jersey. 


vans kid Leathers 


THE KID WITH DEFINITE SALES INFLUENCE 
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YOU SELL BALL-BAND GAITERS 
WITH BOTH PRIDE AND PROFIT 





E 


it Pays to Sell the Best 


60,000 dealers throughout the land know that it 
pox to sell the best footwear and that the best is 

lLBand. Send = our interesting new catalog 
just off the press. See for yourself how much style, 
quality and selling appeal are offered in the new 
1936-37 Ball-Band line. 












When writing advertisers please mention Boot and Shoe Recorder 


Here Style, Fit and Quality combine 
to build sales and permanent profits 












Early season selling has proved that Ball-Band satisfies the increasing 
demand for quality—correct style, better fit, superior materials and 
workmanship. 

There's a lot of satisfaction in selling gaiters that look and wear so 
well—satisfaction in the customer good-will they bring—satisfaction in 
the added profits that just naturally follow. In scores of publications, 
millions of women are being told about this better Ball-Band footwear 
and the famous Red Ball trade-mark. Sell Ball-Band and cash in on 
the many opportunities Ball-Band offers you to increase immediate 
profits and build future good-will. 


MISHAWAKA RUBBER & WOOLEN MANUFACTURING CO. 
280 Water Street, Mishawaka, Indiana 


BALL BAND 











